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At the Source—Not the Store 


HE message of the Recommendations of the 

War Industries Board, as applied to Spring 

samples, should be read and remembered by the 
retail merchants of this country. 


This is as far as they need to go. The recommen- 
dations do not affect them at all. We have been 
eagerly waiting for official interpretation of the 
recommendations and to give our readers the 
benefit of our own “Recorder” experience, we said 
in the same issue with the publication of the 
recommendations, as follows: 


““As it now stands, the shoe men on the War 
Industries Board want to make every dollar’s 
worth of merchandise on the merchants’ shelves 
a good dollar’s worth—they in no sense want to 
interfere with the progress and development of 
Fall and Winter business and their regulations 
apply more in particular to the tanner and the 


shoe manufacturer, where they _ rightfully 


belong. 

“If regulation must be, let it be put into the 
processes of manufacture and not into the division 
of merchandising.” 


We believe we put into words just this one 
thought—Regulations are to be made at the source 
and not in the store and we:take the exact words 
of A. C. McGowin, Retail Representative of the 
Board at Washington, who served as an Official 


Interpreter of the Recommendations at the Boston 
Shoe Style Show. 

This is the first public amplification of the Board’s 
regulations. 

“There are no restrictions, whatever, upon the 
retailer—there are no restrictions, whatever, upon 
the wholesalers; the restrictions begin at the source 
—first the maker of the leather, second the mariu- 
facturer of the shoes. 


“T want this to sink deep into the minds of every 
shoe man and into the minds of the wearers of 
shoes—those not interested in production. 


“There are no restrictions—a man may sell the 
shoes on his shelves and sell the shoes he has 
ordered. A fellow retailer who cancels an order 
now, after hearing my statements, because he has 
‘read’ it differently, should sell his business and 


go out of it. 


“Do not forget, women, and you, the wearers 
of shoes—you can buy anything the retailer offers 
you; the retailer can sell anything he owns; he 
can sell anything he has on order and anything he 
may buy or be able to buy from the manufacturer, 
because it is the manufacturer, only, who is re- 
stricted.” 

His speech in full, word for word, is given in 
another part of the “Recorder”—it will pay you 
to read it. 


Hite, 


—————__—___]| 
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“THE SELLERS’ 
MARKET”’’ 


HE cycles of change in methods of merchandis- 
ing are an interesting study. 

In some seasons, the big idea is 
footwear; in others, heights of heels; in others, 
types of foreparts or patterns. 

Not so many seasons ago, the tanner and his prod- 
uct dominated the attention of the shoe craft, 
supplementing the wide interest before that in 
types of lasts. 

Now we come down to the alignment of business 
on the two-party principle—in the one, we have the 
sellers, and in the other, the buyers. 

There have been seasons when the makers and 
sellers of shoes assiduously cultivated the merchant 
and buyer and were ever so pleased to take his 
bidding. 

Today, the situation seems to be entirely from 
the other angle, with the sellers and producers of 
shoes sitting in the saddle. 

The line-up is pretty much as follows: The 
tanner designates the types of leather that he will 
sell and the manufacturer builds them up as quickly 
as he can to prevent the increased cost of labor 
and increased cost of materials so eating up the 
margin between the price accepted in the order 
and the actual cost of the producing of the shoe 
as to make a loss to the factory. 

With a sellers’ market prevailing—it is obvious 
that there is a shortage of shoes in the stores of 
the country. It was indeed a wise retail shoe 
merchant who placed his orders early and asked 
for earliest possible delivery. In a “seller’s mar- 
ket” it is obvious that prices cannot go lower—it 
is only to be hoped that they do not go to prices 
“out of bounds.” 


color of 


“GO AWAY FROM HOME, 
TO HEAR THE NEWS” 
E can usually hear news about ourselves 
“away from home” which has the merit 
of being exceedingly ‘“‘new,” even if it has no other 
commendable quality. Thus, the officially inspired 


Cologne Gazette (one of the ablest haters of 
America on earth) recently assured its readers 
that “the American army is less then 50 per cent 
supplied with shoes, so that only half the soldiers 


can drill at a time.” It adds to this interesting 
note the information that we have fewer than 
300,000 men in France, transportation having 
almost stopped, and that the eastern part of the 
United States is suffering from famine. 

This shoe fable is perhaps intended to soften 
the resentment of the German people at being 
urged to “go barefoot, rich and poor,” by making 
them believe that others are suffering as well as 
themselves. That advice was urged upon them 
by the Krupp organ, the Westfalishe Zeitung. 
Coming from that source, it was not kindly 
received. 


FOREFENDING AGAINST 
“‘WAR CHARITY” FAKERS 


HOSE merchants have been fortunate who 

have had back of them protective boards of 
trade or other associations, with censorship of 
all demands for subscriptions to charities. It is 
not surprising to learn of “millions of dollars secured 
by grafters” by the use of dubious “‘war charities.” 
No one can go wrong in donating money to such 
organizations as the Red Cross, the Y.M.C.A., 
the Y.M.H.A., the K. of C., etc. But the doubtful 
organization, or the one which is not positively 
and fully known, should be passed by. And it 
should be remembered that an eminent list of 
alleged sponsors may be fraudulent; names may 
be used without authority. 

Some of these grafting mis-called “charities” 
have been found to have mailing systems and 
“sucker lists’ which would do credit to a crew 
of fake mine promoters. Every business man will 
be witness that the weekly and daily fall of cir- 
culars through the mail was never higher than at 
present. A large proportion of the uninteresting 
matter which lands thus in the merchant’s waste 
basket consists of the dubious war-appeals. 
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SHOE STYLE 
TO BE IMPROVED 
HE modern industrial panacea in war times 
seems to be ‘‘*Style Regulations” a restric- 
tion of the superficial. War, thus tempering the 
arts of industry develops new masterpieces in 
simplicity. 

The general good taste of the public is improved 
and the styles go through a renaissance that brings 
us into new eras of good taste. These are not 
disturbed until some hectic period of prosperity, 
with its gaudy elaboration on the simple arts and 
crafts, by ornamentation and the like. 

Specifically an industry like that of shoes and 
fashion in footwear goes through a period of transi- 
tion and comes out refreshed in its new style garb 
to fit in with the spirit of the people. 

Utility is found for all materials and for ingenu- 
ity. Restrictions laid down by rules are modified 
by the individualistic ideas of the designers of 
shoes; therecan be no such thing as standard types 
of footwear, where a competition of some fourteen 
hundred manufacturers is concerned. There are 
bound to be the high lights of styles produced by 
the incentive on clean minds. 

Regulation therefore simply sets certain bounds 
laid down by the stern necessity of the conserva- 
tion of man power, materials power and wealth 
power. It is the wonderful spirit of American 
ingenuity that brings style out of a restricted oppor- 
tunity. It was the late William James who said: 
“We are born haters of routine and always at our 
best in facing the unexpected.” There can be 
no routine in style—it is the unexpected flashes 
of it that make one manufacturer’s product in 
greater demand than another’s. 

The craft has known style regulation before, 
for as far back as 1642 when elongated toes were 
the rage and when it was not unusual for tips to 
be so drawn out as to necessitate their being fas- 
tened by gold chains to the knee, by royal decree, 
the edict went forth that shoes could not be drawn 
out longer than six inches. What was the result? 
The hand workmen of those days built their shoes 
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with square toes, some of which were a full eight 
inches in width. The dandies of those days elab- 
orated these new styles with slashings, having 
colored silk and satin inserts. This was evasion— 
we will not see any of that spirit today, but we will 
see style development on a practical basis of co- 
operation with the Government. 

There is absolutely no desire on the part of the 
shoe and leather craft to indulge in such evasion, 
for we have reached the age of understanding 
when we realize that Government recommendations 
are necessary in the program of conservation. 
Within the limits of the regulations, however, 
there is wide possibility of style development. 

Style has come into its own in the shoe and 
leatherindustry. That has come to bea part of the 
American garb—it is the one thing which points 
with clearness the distinctiveness of taste of the 
American—it is a development, re-created from the 
past, for style has been since earliest days an inte- 
gral part of a shoe and was hidden from the masses 
by being the prerogative of the nobility. 

Style, you therefore will see, should not be lost 
in the fires of war. In the motto ofthe French— 
“they shall not pass out.” 


PKC FIR HANDLING OF 
THE ‘‘RECORDER’”’ 
WO points should be noted by our readers: 
First, the “Recorder” is printed, assembled and 
mailed in sea-level atmosphere, which at times 
is damp—the increasingly well-known Atlantic 
Ocean upon occasions climbs up shoe-top deep in 
the next street to our office. There is sometimes a 
slight tendency for the single-wrapped copies 
to stay curled, as they are shipped into dryer 
localities. 

But the second point tends to counteract this. 
The paper used is of high quality, for the best 
showing of the fine illustrative matter in both 
editorial and advertising pages, and this high 
quality manifests itself in a prompt straightening 
and flattening out, if the copy is unwrapped, 
rolled forcibly backward a few times, and left 
lying flat, perhaps with a bit of weight on it. 
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First Official Interpretation of 


Recommendations 


Complete Stenographic Report of What Andrew C. McGowin, 
Retail Shoe Member of the Hide, Leather and Tanning 
Materials Section of the War Industries Board, Had to 
Say as the Voice of What Washington Desires in Con- 
servation of Capital, Labor and Material 


OMEN stand at the very center of every vital issue of 

the present day. Therefore, last Wednesday evening 

a large delegation of the fair sex registered at the 
Boston Shoe Style Show to hear the recommendations of 
the Hide, Leather and. Shoe Materials Branch of the War 
Industries Board interpreted by the Dean of the retail shoe 
trade in America, who, as he humorously puts it— was 
“born with shoes on.” And he has proved that a good man 
can hold a good job—that of being the representative of the 
retail merchants of. the country on the Hide, Leather and 
Shoe Branch of the War Industries Board. 


It Is 
Up to You 

Mr. McGowin began his remarks in the following char- 
acteristic way—‘It is up to you, if I am worth listening to! 
If I am not worth listening to, it is up to you, and I will tell 
by the attention of my audience whether I am worth listening 
to. If I am not worth listening to, damn it, you cannot 
stop me, anyhow.” 

That Mr. McGowin was worth listening to was attested 
by the silence which prevailed throughout his entire talk— 
you could hear a pin drop—he held the attention of his audi- 
ence frém his first word to his last, as he explained clearly 
and forcefully the Government’s regulations on the style 
situation and the co-operation which the Government was 
extending to and expected from all of the great American 
public—the tanner, the leather manufacturer, the shoe 
manufacturer, the wholesaler, the retailer, and the consumer. 


The Release 
of Capital 

“TI came to the Boston Shoe Style Show this evening,” 
said Mr. McGowin, “at the request of the War Industries 
Board of Washington—that is the Hide, Leather and Shoe 
Branch of it. The War Industries Board is attempting to 
release capital from all sources in which it is tied up, so you 
can loan it to the Government, give it to the Red Cross, and 
put a little on yourself—either inside, with a little pleasant 
entertainment, or on the outside, with the right kind of shoes. 

“The work is not as pleasant as it might be in Washington, 
because they are much maligned in what they are trying to 
do. I am the retail shoe representative on that. board for 
the United States not because of any particular ability, but 
because of the fact for the past seven years I have been 
President of the National Shoe Retailers’ Association, resign- 
ing only last year, after two years of getting after another 
fellow to act as president. 


Who Is the 
Government ? 


“They seemed to feel that my influence at Washington 
might be of value—first to the Government, but I do not 
agree with them. The value is—first to’ myself. Why? 
I am the Government—no one else—so are you. Therefore, 
whatever is for the benefit of the retail shoe dealer, and the 
manufacturer, the wholesaler, the makers of leather, must, 
if properly conducted, be for the benefit of the organized part 
of our Government which is represented at Washington. We 
cannot do anything for ourselves—that is 99 out of 100. 
I do not believe that you will find more than one out of one 
hundred in the retail shoe business or manufacturing industry 
who is acrook. Therefore, if he is doing his business honestly 
what he does is for the benefit of the Government. 


“Now as I said— 


The Thoughts 
of Washington 

“What the War Industries Board in Washington has in 
mind is the conservation of everything in all lines of pro- 
duction—first to release capital and then man power and in 


_doing that the wise heads there believe that we should restrict 


the many very beautiful shoes that your patrons have been 
putting out to you for the past three or four years. By 
reducing these to a minimum during the war, it will release 
just that much capital which will be of benefit, not only to 
the Government, but to ourselves, who are the other part 
of the real Government. 

“There have been issued regulations on the 29th of June— 
which should have been gotten out a month earlier for the 
advantage of all the manufacturers, but there were so many 
things in the regulations to be considered from the standpoint 
of the manufacturing, wholesaling and retailing of shoes 
that it took longer than it would have taken if we had had 
just a few things or people to consider. 


How Recommendations 
Are Interpreted 


“I happened to be Chairman at the National Conference 
on the Committee Board consisting of the various branches— 
from the last maker up to the retailer. This committee 
consists of about seventy-five people from the seven indus- 
tries represented which have been holding conferences since 
September, last, advising the Government on the present 
regulations. These regulations are not made by the people 
in official positions at Washington, but have been made by 
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your own representatives from each of the seven branches 
of the industry and even in spite of that fact, there has been 
some misapprehension with regard to what these restrictions 
mean. Therefore, I am here to tell the manufacturers, the 
wholesalers, and lastly and most important of all—the wearers 
of shoes—what the restrictions are and how they are inter- 
preted by the committee which represents you all there— 
in Washington, \ 


Get This Right— 
Important 

“There is a wise young man in the retail shoe business in 
Boston, I see by our trade journals, who seems to have been 
badly misinformed. It seems that your newspapers in Boston 
and surrounding Boston have been claiming gray shoes were 
to be eliminated at once. This young man admits saying 
that it is true beginning March 1, next. That is absolutely 
false and is not true in any sense. This young man makes 
three or four other statements in this trade journal which 
have been copied throughout the country, which are just as 
untrue. There is no question in my mind but what he inter- 
preted them the way he has written them, because he is 
straight, but he interpreted them incorrectly. It is just such 
things as these reports, appearing—first in the trade journal, 
and then in the public press, that puts our retailers, our 
wholesalers and manufacturers in a false position. 


There Are No 
Restrictions on Merchants 

“Therefore, please remember—There are no restrictions, 
whatever, upon the retailer; there are no restrictions, whatever, 
upon the wholesaler. The restrictions begin at the source— 
first the maker of the leather; second, the manufacturers of the 
shoes. I want this to sink deep into the mind of every shoe 
man and into the minds of the wearers of shoes—those not 
interested in production. 

“There are no restrictions—a man may sell the shoes on 
his shelves and sell the shoes he has ordered. A fellow retailer 
who cancels an order now, after hearing my statements, 
because he had ‘read’ it differently, should sell his business 
and get out of it. How would the retailer feel—I hope that 
you can hear me all the way back there—(Chorus of ‘Yes.’) 
You are all good and quiet, so you must be listening. 


Don’t Cancel Anything 
Your Name Is Signed To 

“T want to ask the retailer-—if Mrs. Jones comes in and 
takes a clerk’s time an hour a day for six days during the 
week in buying her Fall outfit of footwear—and some of the 
Mrs. Jones’ do this—and it is not any too long when she will 
buy $300 or $400 worth of shoes—and then wants to have 
them canceled because she misinterpreted something the 
retailer might have offered her—what would the retailer say? 

“Retailers, I plead with you— for God’s sake,—I ask you 
not to cancel anything that you have signed your name to. 

“If you have over-bought, swallow your own mistakes. 
If you have over-bought do not be afraid, because you can 
always find some one to clean your shelves—if you will give 
the merchandise to them at 50 cents on the dollar. Better 
lose a little than to cancel a damn thing you are liable for. 


**I Never Canceled 
an Order in My Life”’ 

“The young man in introducing me said I have been 32 
years in the shoe business—I have been in the shoe business 
for over 50 years, as buyer for almost that whole period and 
in that entire time, I have a clean record as to cancellation 
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and can make the statement—‘I never canceled a_ shoe 
order in my life.’ During all of this time, in a list of one 
hundred manufacturers from whom-I have bought, I have 
occasionally found one that would take advantage of me— 
in not giving me what I bought—but he is the man who suf- 
fered when I took even the loss he thrust on me—not myself. 


Make No Mistake 
About This 

“Do not forget-—women—and you, the wearers of shoes 
—you can buy anything the retailer offers you—the retailer can 
sell anything he owns—he can sell anything he has on order, 
and anything he may buy or be able to buy from the manufacturer, 
because it is the manufacturers who are restricted. Please make 
no mistake about this—do not have any misunderstandings, 
if there is any misunderstanding, ask any question you have 
in your mind. 

“How long can a retailer sell what he has? He can sell 
gray shoes up to the first of March—he can sell them up to 
the first of March, 1930, if he is not good enough salesman to 
get rid of them before that time. 

“My advice to some of the young retailers, when a shoe 
comes in and they find that they have kept this merchandise 
for two weeks in the middle of the season without a sale 
at the price listed to sell it at some price (laughter). 


Keenest 
Buyers on Earth 

“The women of this country are the keenest. purchasers of 
merchandise on the face of God’s earth—they know what they 


-want, buy what they want and if you have not the shoe that 


you had thought they would want, just make them buy it 
at some sort of a price—they will take it (laughter). 

“All of these recommendations apply to all samples made 
for Spring, 1919. Shoe manufacturers may take those sam- 
ples they had for the Fall of 1918 if they will plainly label 
them —‘This shoe is made before the regulations came out 
and does not conform to these regulations, but is used as a 
sample in order to conserve material and capital, ‘but in 
filling orders taken from this sample, the shoes will be con- 
structed to conform with the recommendations of the War 
Industries Board.’ 


Analysis 
of Regulations 

“The first regulation that we have is as to the height of 
women’s shoes. The maximum height of women’s shoes, 
both leather and fabric, should not exceed eight inches, 
measured from breast of heel at side to center of top at side 
of finished shoe. There is no need for me to explain this— 
you all understand this regulation. There is no use to urge 
the excuse that fashion calling for very short skirts for women’s 
wear necessitates 814 or higher boots, because you see just 
as many short-skirted women wearing oxfords—it is just 
an excuse to help along the poor leather man,—who never 
makes any money (laughter)—to sell his leather. 


No New 
Button Styles 

“The maximum height of button shoes for women should 
not exceed 614 inches, measured as above. No new styles 
on button shoes will be allowed to be made. This is no restric- 
tion on the part of the Government. What woman present 
here is buying button shoes today? No one except those who 
want comfort and ease—you see I take in both classes (laugh- 
ter). 
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“The maximum height on misses’ shoes, sizes 11 to 2, 
should not exceed 61% inches, measured as above. 

“The tops of all women’s and misses’ shoes should be 
straight cut, thereby eliminating wave tops. Now one-half 
inch of leather around the top is not very much at first con- 
sideration, but it means a good many hundreds of feet of 
leather in the final consideration and with leather at 75 cents 
to $1.00 a foot it does not take very long to figure up a large 
amount of money. 

“Overgaiters—the maximum height of all overgaiters 
should not exceed eight inches. The tops of all overgaiters 
should be straight cut, thereby eliminating wave tops. 

“All shoes (men’s, women’s, boys’, youths’, misses’, chil- 
dren’s, and infants’), both leather and fabric, including the 
outside facing and trimmings, should be restricted to black, 
white and two colors of tan. The two colors of tan to be a 
dark brown or tan and a medium brown or tan. The term 
‘white’ is used in its trade sense and does not include light 
gray, pearl, smoke, natural chrome, etc. These color restric- 
tions do not apply to evening or house slippers, or baby shoes 


made of fabrics. 


Write to Washington 
if Puzzled 

“If there are any manufacturers or buyers, wholesale or 
retail, who have for any reason any question which they wish 
to submit in regard to these regulations, write at once to the 
Hide, Leather, and Shoe Branch of the War Industries Board, 
18th Street and Virginia Avenue, Washington, and this Board 
will answer carefully and faithfully any query you send them. 


Study the 
Leathers 

“‘Now in regard to the colors—black, white and two shades 
of tan, I would state, let the manufacturer of leather study 
how to make his skins even, clean and clear. For instance, 
ssometimes you will see forty different colors in the leather in 
a workingman’s shoe. Imagine a cross roads, country dealer, 
carrying every commodity in his store, and whose store serves 
as the post office, as well as a shoe department, having to 
carry these colors in a workman’s shoe! They have done 
this, because we have been foolish enough to encourage it. 
We were running wild—on even workingmen’s shoes. 


Style Will 
Shine Again 

“J hope after the necessity of working capital passes by 
and we have licked the stuffing out of Germany and all of 
her people, that you women will come back again and demand 
and demand all of the most fashionable shoes for your feet. 
I do not believe that there is a woman present—and not a 
woman in America—who will ever go back to the disgraceful 
fashion, even when the skirts hid her feet and were dragging 
on the ground, of walking in footwear such as was sometimes 


worn. 


The Importance of 
Footwear 

“There are three ends of both a man and women which 
are important—your head, your hands and your feet. A 
woman’s bonnet is one of the primary considerations—then 
her gloves, and in recent years her feet. That is the best part 
of her, that is what supports her through life. 

“The use of bronze is permitted in oxfords, pumps and 
slippers. Ask the women to buy some of your bronze oxfords 
There should be a good sale on them. 


and pumps. 


BOOT. AND SHOE RECORDER 





July 13, 1918 


The Interpretation 
on Lasts 

“Each shoe manufacturer is to confine himself to the lasts 
now in use in each of his individual factories, and not intro- 
duce, use or purchase any new style lasts. The last men 
have accepted this ruling cheerfully—they at first fought it, 
but decided that the ruling of the Board was eminently fair. 
Many retailers never want a last a second season. There are 
names I could call them, but they are among the retailers 
who do not make much money. We have all kinds of lasts— 
there are no new lasts needed—we have the pointed toe last, 
the medium round toe last, etc., etc. We could not do better 
than to stop the last manufacturers from making any lasts 
for a whole year, and the poor last man will not have to shut 
up business before November or December—they are now 
busy with Government work. 

“Wing tips and ball straps should be eliminated, except 
on men’s and boys’ heavy work shoes. Imitation tips are 
permitted. 

“Cartons are not decided upon—this question is a bone of 
contention—when this is worked out properly, to the satis- 
faction of the War Industries Board, special notice of instruc- 
tions will be given out. 

“The above are all the restrictions that are absolutely 
prohibited. 

“The board suggests in addition to the above, or requests 
in so far as possible and wherever practical that you institute 
the following suggested methods of conservation: 

“To use skeleton form or full fabric lining in low shoes 
where good quality of sheepskins have been heretofore used. 
This is owing to the Government use of sheepskins for jerkin 
leather. The Government has commandeered all of the No. 1 
and No. 2 sheepskins in existence and is using these in making 
the jerkins or vests for our boys in the Aviation Corps. 

“Now please follow this statement—no one can contradict 
it, because I have in my experience proved it beyond any 
doubt, For two years inevery shoe we have retailed at $7.00 
and over in our two established stores where we did not have 
calfskin linings cut from offal, we had fabric linings, and they 
gave eminent satisfaction. All shoe retailers within the hearing 
of my voice will bear me out in this statement—there is 
nothing which destroys leather like perspiration and heat, 
except flame itself, because of the peculiar acids sweated 
out through your feet. I think that perspiration would not 
properly describe it—it is really sweat. 

‘“‘Every now and then a poor woman, believing that she has 
been cheated, comes back and says: ‘Look at that lining. 
It is worn here and has given poor satisfacticn!’ We try to 
persuade her that we will reline her shoe—she wants it done 
for nothing. I do not blame her if she can pull it off. 

“A manufacturer of fine shoes from Brooklyn told me here 
today that I could not put on his feet any lining he could not 
perspire through. Inside of three weeks’ time I am going to 
make for that man a pair of shoes and I will show him a lining 
he cannot destroy, made of cotton, with a satteen finish. 
We have been using them for two years—where we sell not a 
few pairs of shoes, and have never had one single complaint. 


Linings—the Personal Side 
of McGowin Experience 

“Follow me, women, retailers, manufacturers—they are 
going to restrict the linings to a skeleton form or full fabric 
lining because of the fact that several million sheepskins in 
the United States that are not fit for the Government to 
make jerkins of—and not fit to‘igo into shoes—and never did 
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go into the first quality shoes. For the next two or three 
years and all times after that, I believe that the women will 
study the best thing as linings and will decide that a cotton 
lining is much better than a leather lined-oxford or pump, 
except the lining be of calfskin or goatskin—and even calf- 
skin or goatskin will not wear like fabric that is properly 
woven. 

“Retailers should recognize this. The thing to do is to 
forget that such a thing as sheepskin lined shoes has ever 
existed—that skeepskin has not existed except for the sock 
lining, which is rather expensive. The better people are 
going to buy fabric linings when they know how good they are. 


Further 
Economies 

“The second suggested methed of conservation is to use 
economical cutting patterns. 

“The third is to co-operate with retailers and wholesalers 
to restrict the return of merchandise. 

“The fourth is to reduce the number of new boot samples 
to be made for the Spring season of 1919. I do not believe 
that there is a manufacturer who needs to make up a single 
new sample pair for the coming Spring. 

“The fifth suggested method of conservation is to discourage 
the purchase or order of unnecessary sample pairs of shoes for 
future buying. 

“The sixth suggested method of conservation is to encour- 
age the sale of low cuts and low effects. Is there any doubt 
in the mind of anybody that now is the time to have this 
corrected? 

“T am here in an official position and if there are any 
questions I will be very glad to answer them.” 

(Question from the floor) “Read the paragraph in relation 
to lasts.” (Mr. McGowin reads same.) 

(Mr. McGowin) ‘You cannot use a last unless you have 
made shoes from it or cut samples. You cannot transfer 

‘lasts from one factory to another.” 

“Supposing a manufacturer making women’s shoes in nine 
different factories—shoes that are retailing from $4.50 to 
$7.00—wishes to transfer lasts from one of his factories to 
another. His styles man might ask the question, ‘Can we 
not take a last from our Iowa factory and make up shoes 
from it in our St. Louis factory—or take it from a factory 
in another place and transfer it to a St. Louis factory and 
make this quality of shoes on them?’ No, that would be a 
new last. There is no reason why a man having 28 factories 
should have any advantage over the man running one.” 


A Question 
from the Floor 

A question came up from the floor as to its being permissible 
to having a pump made on a boot last. Mr. McGowin 
advised that a pump should be made up on a pump last artd 
a boot on a boot last. “Do not let your retailer tell his cus- 
tomers that he has a pump last that will not fit,” said Mr. 
McGowin. 

“It is the misfortune of that manufacturer that he has 
been making only high shoes—the same as it is the last manu- 
facturer’s misfortune that he is not making anything but 
lasts. Men and women, you cannot win this war without 
sacrificing—we must do everything—we must be willing to 
sacrifice our all in the winning of this war and in wiping out 
the horror on the other side of the pond. 

“I do not want to be personal, but what is it costing me 
to give my time in Washington at my own, personal expense? 
Am I sacrificing? Learn to make your boots so much better 
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than your neighbor that you will not want to make pumps— 
there will always be a market for boots.” 
(Question from the floor) ‘Read the paragraph on lasts.” 
(Mr. McGowin reads the paragraph on lasts.) 


Bigger Industry— 
Cheaper Shoes 

“We have here some gigantic concerns—of course big pro- 
duction means cheaper shoes—the bigger an industry of 
course the more money it makes, but the less it costs the 
person who does the consuming. 

“Some of the arguments that are presented to the War 
Industries Board are believed by them and it is difficult to 
bring the true state of affairs before them—for instance that 
there has been more profiteering in the retailing of shoes in 
the United States than in any other branch of the industry. 
I, personally, have disabused this idea. Think of the rot of it. 
Your great Harvard School of Business Administration has 
showed that for the five years back of 1913 the retailers profits 
were less than 1 per cent—the last year, they made the enor- 
mous increase of a little under 5 per cent—and yet, we are 
profiteers! 


Important ‘‘Last’”’ 
Interpretation 

“Each shoe manufacturer is to confine himself to the lasts 
now in use in each of his individual factories, so he cannot 
ship them from one factory to another and cannot introduce, 
use or purchase any new style lasts. By new styles of lasts is 
meant any styles of lasts which have not been generally used 
in the manufacture of shoes in the past. 

“Try it differently and see what we will do with you. 

“One factory of Goodwin made 1500 pair of lasts in the 
month of May on a model which they had just perfected. 
These regulations in regard to lasts are to be effective at once 
and to remain so for a period of six months from date hereof. 
Any firm or person having recently started or who may start 
hereafter in the manufacture of shoes should submit their 
requirements to this Section. 

‘“Now you have the chance—if you do not believe this to 
be a good ruling—you have the chance—retailer, wholesaler 
and manufacturer, to offer good reasons why to the Board, 
which has its members composed of representatives from the 
retailers, wholesalers and manufacturers at all times subject 
to your call. After a six menths’ period, there may be a 
modification of these rules, but.personally I would not have 
another new last for the next six years—we do not need them. 

“For instance a man may have just started in to make shoes 
and is only using one or two styles of lasts—there will be no 
restrictions if he should want to add another last—I believe 
that a man should have a chance to make six styles, if he can 
instead of two. A man starting in business must submit his 
requirements to the seventy-five men who are the repre- 
sentatives of the Hide, Leather and Shoe Branch of the 
War Industries Board. 

“T knew of a retailer on the coast, and a man in New York, 
whose principle was this; ‘Never put in the second season a 
shoe that you bought last season, nor one on the same last, nor 
any sort of a combination that you had last year—a new last 
every time—damn them—I say, personally. 

“Profits go down hill when we take some of the lasts we 
have that go out—some of the styles badly bought. The 
young retailers want to remember the advice I gave them in 
the beginning—when a shoe on your shelves is two weeks old 
in the middle of the season—-sell it. 


(Continued on page 32c) 
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THE Boston Shoe Style Show which closed last Friday, 
night, July 12, at the Copley-Plaza Hotel, will go down 
in history as the most successful affair, both from an educa- 
tional standpoint, as well as social, of all of the notable 
gatherings which have been held in this well-known hotel. 
Patriotism was the keynote of the 1918 Boston Shoe Style 
Show. It was surrounded by the beauty of the nearly 1,000 
creations of the manufacturer’s thought and skill of produc- 
tion, typified in leather, fabrics. shoes, and the accessories. 
For two hours each evening, July 8 to 12, living models tripped 
daintily, or with firmer tread, as the style worn demanded, 
down the velvet covered runway, to the strains of music, 
and amid the radiance of the lights and flowers, in the grand 
ball room of the Copley-Plaza. 


All Credit to 
R. J. Walsh 

The director of the Boston Style Show, R. J. Walsh, 
deserves much credit for the leading part which he played 
in connection with the affair throughout. The entire shoe 
and leather trade gave its best support to the movement, as 
well as the trade press and the newspapers of Boston and 
nearby cities—all working in perfect harmony—and all eager 
to hear and obey the Government Recommendations as 
interpreted by the Dean of the Retail Shoe Trade in America 
—Andrew C. McGowin, who was delegated by the Govern- 
ment to come to the Boston Shoe Style Show and interpret 
for the trade and the public, the Regulations of the Hide, 
Leather and Shoe Branch of the War Industries Board. 

Mr. McGowin’s talk was remarkably clear and emphatic— 
he left no doubt in the minds of his audience, which was 
large and enthusiastic, all eager to co-operate with the Gov- 
ernment in plan of Conservation. 


Styles and 
Speeches 

Other interesting and instructive talks were given by 
the following: For the Opening Night, July 8, Alfred W. 
Donovan, President of E. T. Wright & Co., Inc., Rockland, 
Mass., and chairman of the State Board of Labor and In- 
dustries. The announcer for Opening Night was Arthur D. 
Anderson, editor of the “Boot and Shoe Recorder.” 

For July 9, Shoe Travelers’ Night, the speaker was John 
E. O’Brien, dean of shoe traveling men. The announcer 
was T. A. Delany, the well-known shoe traveler for the firm 
of T. D. Barry & Co., Brockton. 

For July 10, Leather Men’s Night, the speaker was Harry I. 
Thayer, of Thayer, Foss & Co., Boston, and president of the 
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New England Shoe and Leather Association—with Govern- 
ment Representative, Andrew C. McGowin, Interpreter of 
the War Industries Board’s Regulations. Announcer for 
the evening was Harley P. Leighton of P. J. Harney Shoe 
Co., Lynn. 

For July 11, New England Night, the speaker for the 
evening, as well as the announcer was Hollis B. Scates, of 
William Filene’s Sons, Boston, and president of the Massa- 
chusetts Shoe Retailers’ Association. 

For July 12, National Day, the speaker was Frank R. 
Maxwell, vice-president of the Thomas G. Plant Co., Boston. 
The announcer was. Charles D. McLaughlin of the Cotter 
Shoe Co., Lynn. 

The big attendance each day and evening, the genuine 
interest taken, and the enthusiasm displayed, not only on the 
part of the trade, but the public in general—and most impor- 
tant of all—the official recognition which the Government 
gave to the affair by sending a representative to interpret 
its wishes, are proofs, beyond question, that the idea of the 
Boston Shoe Style Show is a popular one and should be made 
a permanent annual event. 


Keynote by Alfred W. Donovan, chairman of the State 
Board of Labor and Industries and president of E. T. Wright 
& Co., Inc., of Rockland. 


“T heartily extend to you, in behalf of the Commonwealth 
of Massachusetts a welcome to this great industrial center 
of shoes and leather. When I greet you in behalf of the 
Commonwealth, I might also add the greetings of New 
England, for we are a unit—industrially, socially and pa- 
triotically. 

“New England as a shoe and leather center is on a wartime 
footing and in the words of President Wilson, ‘are laboring 
for victory, with an emergency and intelligence that will rise 
to the level of the enterprise itself.’ 

“I assure you that all the associations of the craft in New 
England join with me in this welcome. 

“I do believe that the keynote of your five days’ activity 
should be industrial patriotism—that sort of co-operation 
between worker and manufacturer as surely does exist be- 
tween salesman and merchant-customer. All groups have a 
duty to perform and there is no place for selfishness in any 
one of them. It is for the worker at the bench to worthily 


fill his place in the chain of industry and for manufacturer 
and merchant to render service without regard to greedy 
advantage, so that the public may be the better served. 
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Conservation 
Followed 

“The industry has learned this past week that the War 
Industries Board at Washington has recommended in its 
fina! draft a plan for conservation in the manufacture of shoes 
for the Spring season of 1919. 

“In all seriousness, every branch of the industry should 
live up to ‘these recommendations, both on the grounds of 
patriotism and’ self-preservation. You will note the use of 
the word ‘recommendations,’ and that the word ‘restriction’ 
is tabooed and even the modified word ‘regulations,’ is not 
even used. But mistake not the gentleness of the word 
‘recommendations.’ It is much like the college rules which 
do not actually become punishable offences unless broken. 

“There is an unwritten pressure back of the War Industries 
Board that can make the industry live up to the letter and 
word of the idea back of the recommendations put forth. 
There should be no evasion and no legai side-stepping, for 
rest assured these recommendations would not be brought 
out, were there not a national need for just such recommenda- 
tions. 

“The executives in Washington have no desire to injure 
any business. They desire to make provisions for continuity 
of business under wartime pressure. Let us so live up to 
these recommendations that when another season comes 
around and new recommendations are made we can go to 
the Government with clean hands. 

[Other speeches in next week’s issue] 





Joint Meeting of Rubber Manufac- 
turers, Wholesalers and Retail 


Merchants ‘ 


Important Changes in Rubber Terms and Distribution 
Considered 


MEETING of the rubber shoe manufacturers, whole- 
A salers and members of the rubber committee of the 
National Shoe Retailers’ Association was held at the 
Copley-Plaza Hotel on July 11. The meeting was presided 
over by D. F. Sullivan, Fall River, Mass. Most of the old 
questions that have been “bones of contention” between the 
retail merchants and rubber footwear distributors were 
thrashed out, together with some new difficulties that are 
looming upon the horizon. 

Retail merchants have repeatedly protested against new 
prices being made January 1, since, as they point out, the 
price change comes just at the height of the rubber-selling 
season, and, consequently, works a great hardship on the 
merchants, whether the price goes up or down. 

The contention of the manufacturer is that the Western 
‘obbers are loud in their demand for the present plan of price 
fixing, since these jobbers send their salesmen into their 
respective territories early in January to garner business for 
the following season, both on leather and rubber goods, and, 
consequently, a change made March 1, or later, as demanded 
by the retail merchants, would work a hardship on them. 


Sacredness of 
Contract 

Another feature of the present system insisted upon by the 
retail merchants is that all goods ordered shall be delivered 
at the price agreed upon at the time the orders are placed by 
the retail merchants. Within the past few seasons not all 
merchants have received full deliveries of rubber footwear 
purchases. The manufacturers in their contracts can on 
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January 1 cancel the unfilled orders and sell the merchant 
his rubbers over again at the new price. The retailers 
contend that when orders are placed in good faith the manu- 
facturers expect the goods to be accepted and paid for, and 
can see no reason why the manufacturers should re-sell at 
new prices. 

Another point in discussion was that of detailing sizes. 
Most retail merchants find it necessary to place their orders 
for rubber footwear during January and February before 
his order for Fall shoes is placed, nearly a year in advance of 
the selling season for rubbers. Frequently new lasts appear 
in footwear. In view of this, they ask that a reasonable 
percentage of the orders be left open until at least May 1, 
before detailing the sizes. This gives them a chance to clean 
up all the rubbers they have in stock at the time the order 
is placed and they can then give a more intelligible schedule 
of sizes, and also buy rubbers to fit the new shoes. 

The same contention that applies to the fixing of rubber 
prices January 1 is also felt in the present system of changing 
prices on tennis goods August 1—the new schedule coming 
into effect in the height of the tennis selling season. The 
retailers, therefore, insist that the price schedule on tennis 
goods shall be made not earlier than September 1. 

The next point up for consideration was the standard 
size of carton. Retailers’ shelves are made to accommodate 
the size of carton used by shoe manufacturers. Shoe cartons 
have been so standardized that there is little difficulty in a 
retailer arranging his stock, but when his rubber footwear 
comes in he is up against a serious problem, every rubber 
factory having its own ideas of cartons makes a jumble and con- 
fusion and the rubber department of most retail stores have a 
very thorough resemblance to a junk shop. The retailers 
are, therefore, asking the factory to adopt a standard size of 
carton for the various kinds of footwear so that they can 
intelligently work out the rubber sections of their stores. 


Factories and Jobbers Assume 
Position of Retailing 

Another point claimed was that retailers have been put 
to a disadvantage by manufacturers and wholesalers selling 
their products direct to the consumers. There seems to be 
an inclination on the part of concerns, following this practice, 
to disregard prices that must necessarily be maintained by 
the regular retail merchants. 

After all of the discussion no point was definitely settled, 
but each of the organizations there represented is taking up 
each of these points for further discussion among its own 
group and the feeling prevailed that within a very short 
time all these long-mooted questions will be thrashed out and 
solved to the satisfaction of all parties concerned. 


Those in session were: 

Merchants: D. F. Sullivan, Fall River, Mass., Chairman; 
Irving B. Howe, of A. H. Howe Sons, Boston; John J. En- 
right, Pittsfield, Mass.; James H. Woodbury, T. E. Moseley 
Co., Boston; A. S. Aronson, Wm. Filene’s Sons Co., Boston; 
W. W. Willson, Boston. 

Wholesalers: A. S. Foster, Lamkin & Foster, Boston; 
George Hutchinson, of McElwain-Hutchinson-Winch Co., 
Boston; Mark W. Snow, Pilgrim Shoe & Leather Co., Boston. 

Rubber Manufacturers: Charles M. Barnes, United States 
Rubber Co., New York; Charles A. Coe, United States Rub- 
ber Co., Boston; W. J. Bennett, B. F. Goodrich Co., Akron 
Ohio; Irving B. Wells, B. F. Goodrich Co., Boston; John A 
Smith, Hood Rubber Co., Watertown, Mass.; D. E. Gray, 
Beacon Falls Rubber Co., Beacon Falls, Conn. 
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The Boston Shoe Trade Club a Reality 
Real Shoe Trade Hospitality Is Given a Home in the 


Boston Shoe and 


Shoe Trades Club, July 11. If a “Who’s Who” of the 

Shoe Trade of New England was in existence it would 
contain the names of every representative of shoe, leather 
and allied tradesmen and he would have been one of the hand- 
shaking fraternity of this great household. 


C) sic 2,000 visitors attended the opening of the Boston 


Carpenters 
Drop Their Tools 

When the doors opened at 12 noon, the carpenters dropped 
their tools, and, in the spirit of work well accomplished, 
stayed through the ceremonies, happy in the knowledge that 
they had done a part in completing the club house. It hardly 
seems possible that in the short space of two months such a 
remarkable transformation of the building could have been 
accomplished, making the present Boston Shoe Trades Club 
one of the finest and most artistic industrial club houses in 


America. 


Opened by 
President Everit B. Terhune 

At 1 o’clock President Everit B. Terhune opened the 
official speech-making program and in a baptism of oratory 
the new club was dedicated. President Terhune said in 
part: “Every man in the New England industry should have 
a big share in the development of this industrial and social 
club, for every man has a proper idea of what it can mean 
in the development of the industry in New England. The great 
words of the day seem to be Co-ordination and Co-opera- 
tion. This club is dedicated to that purpose, and it is up to 
us collectively to retain the honor for New England of being 
the greatest shoe manufacturing section on the face of the 


globe. 


Leather District 


“This supremacy shall not pass if this club house is made 
a home for its craft, and its doors are open to every visiting 
shoe and leather man and to those allied in the works of the 
trade. This Club shall truly be a representative gathering 
of men of the industries, and it is formally opened today 
for that purpose.” 


Address by 
Senator Weeks 


He then introduced Senator John ‘2eks, who, after 
acknowledging the cordial greeting, expressed his congratu- 
lations to the industries. He said, ““The possibilities of 
bringing about a new spirit of co-operation between men of 
the industry is to be provided by close and social contact 
gotten in a-club house such as this one is. Organization and 
Co-operation are the very basis of success. We, in America, 
have been individualists to too great an extent and have lost 
ground by it. We must now work together to develop the 
greatness of an industry. 

“T don’t think I am a pessimist but I am a bit uneasy as to 
conditions after the war: We have got to develop a new 
line-up. Organizations must act as a unit so that some day 
we can return to normal. 


Improvident in 
Leather and Cattle 

“A man recently returned from Russia tells of thousands 
of people going barefoot in Petrograd. The improvident 
Russians, because of necessity, killed off the live-stock, 
wiped out, at the same time, a good deal of the raw leather 
of the world. The same condition, in a smaller measure, 
is true of America. There must be something done to recattle 
the country, if you are to get the volume of leather which you 
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had in years gone by. This problem, plus that of transporta- 

? g ) Pp Pp Pp 
tion, makes it necessary for thinking men to meet in such 
places as this for the consideration of their industrial prob- 
lems.” 


Keys of 
the City 

Walter L. Collins, Acting Mayor of Boston, tendered the 
good cheer and gratitude of the citizens of Boston for the 
inauguration of this Club. He congratulated the Club on 
the leadership of Everit B. Terhune, who was a classmate of 
his in the Dorchester schools and in Harvard University. 


Greetings of National 
Boot and Shoe Club 


John S. Kent, President of the National Boot and Shoe 
Manufacturers’ Association, said, ‘““The necessity for a club 
of this kind has been long recognized and my congratulations 
to the men of action who have made this great Club possible 
is given in the spirit that the club house by its inception 
increases the prestige of American shoemaking. It truly 
represents the great industry, and in the spirit of it, I believe 
that we might well carve upon its walls the following: We 
believe in God and in America. We believe God is with 
America. For God is with the Right and America is Right. 
We men of America have got to stand back of men who are 
in public places and give them the fullest co-operation. And 
this Club must be more than a business man’s Club, it must 
be the corner stone of Americanism, pure and unadulterated.” 


On an Historical 
Site 

Harry I. Thayer, President of the New England Shoe and 
Leather Association, said, “I hope the significance of this 
building, standing as it does next door to where Daniel 
Webster lived, can retain much of the expression of that 
great character. This Club must be socially and fraternally 
the home of an industry and I tell you that it starts under 
more favorable auspices than any other Club in this city, 
and, under the leadership of Everit B. Terhune, it will go on 
to 5,000 membership quota.” 


Fraternal Greetings 
Expressed 


W. H. L. Odell, President of the Boston Boot and Shoe 
Club, brought the slogan of “Success to the Boston Shoe 
Trades Club” and said, “I believe the closer bond of asso- 
ciation that wll necessarily follow from the formation of our 
Club will be definitely felt in a greater promotional spirit 
for Boston as the greatest shoe and leather market in the 
world.” He spoke of the necessity of a brotherly feeling 
with our Allies overseas to extend after the war, as a co-ordi- 
nate factor in the development of world-wide industry. 


Hollis B. Scates, president of the Massachusetts Retail 
Merchants’ Association, also brought a slogan to the Club of 
‘All for One and One for All.”” He emphasized the fact that 
the club house would be a retail men’s gathering place for 
the buyers from all over the country who make it their Bos- 
ton headquarters. 


A. F. Jones, president of the Boston Shoe Travelers’ Asso- 
ciation, gave the history of the Club from its inception in 
February, 1917, and spoke of its rapid stride in the last few 
months. He brought with him the salesmen’s appreciation 
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of a prominent club house and place for enjoyment of mer- 
chant friends. 


This concluded the speechmaking part of the dedication 
and, under the leadership of Walter G. Dennison, chair- 
man of the House Committee, members and guests were 
shown the hospitality of the Club in a buffet luncheon, in a 
musical program and in an all-day get-together. 


Many Sheepskins Available 


New Rulings Permit Certain 
Sheepskin Linings 

Many shoe manufacturers are under the impression that 
the tentative preliminary circular issued by the Hide, Leather 
and Tanning Materials Section of the War Industries Board 
on June 13, recommending the elimination of sheepskin 
quarter linings, was a final ruling, but such is not the case. 

The attention of the War Industries Board was called to 
the fact that there is an ample supply of sheepskins of grades 
unsuitable for Government requirements, that these grades 
would accumulate if their use in shoe linings were restricted, 
and that such an accumulation would hamper the Govern- 
ment by forcing tanners of jerkin leather either to restrict 
output or to get an additional price for jerkin grades. Inas- 
much as no sheepskin leather suitable for Government require- 
ments can be manufactured or sold for shoe linings on ac- 
count of the fact that the Government has an option in the 
pickle of all suitable skins which are released only for jerkin 
leather, the Hide, Leather and Tanning Materials Section 
is satisfied that no Government leather will be used in shoe 
linings. 

“As the result of information furnished by individual 
tanners and the Tanners’ Council, the Government 
has modified its first ruling and it is now permissible 
for shoe manufacturers to use for shoe linings any 
grade of sheepskins which is not required for jerkin 
leather.” ° 

The recommendation of the Government on this point 
now reads as follows: 

“To use a skeleton form or full fabric lining in low 
shoes where good quality of sheepskins have been 
heretofore used. This is owing to the Government 
use of sheepskins for jerkin leather.”’ 





Chicago Merchants Meet 
To Attend Illinois Convention in a Body 


The Chicago Shoe Retailers’ Association held their regular 
meeting at a luncheon at the Palmer House on Tuesday, 
July 9. Final arrangements were made to attend the Illinois 
Shoe Retailers’ Association Convention at Peoria by auto- 
mobile, seven members pledging their cars to accommodate 
thirty-five delegates. 

The Chicago Association has added another patriotic 
effort to its already large list of successes by arranging with 
the Seventh District Liberty Loan Campaign Committee to 
handle the pledges among the shoe retailers of Chicago, who 
are rated $10,000 and up, for the next liberty loan which is to 
be inaugurated some time early in September. The asso- 
ciation has also offered its services in a similar capacity to 


the Red Cross and Y. M. C. A. 
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Authoritative Shoe Regulations for the Retail Merchants 
of the United States as Interpreted by A. H. Geuting, 


National Secretary and Treasurer 


The restrictions recently sent out from Washington do not in any way apply to the retail 


shoe merchants of the country. 


These regulations affect only the tanners and shoe manufacturers. 


Every piece of merchandise the retail shoe merchants of the country have on their shelves, 
or coming, or for which they may contract and have shipped to them, may be sold. 


By so doing, the retailers will prove themselves patriotic merchants and the public is showing 
its patriotism by buying and wearing this merchandise. 


Retailers are urged to sell everything on their shelves, if it takes ten years to do it. 


The chief thought is to sell every piece of merchandise in the country which is now made up. 


The retail shoe merchants of the country have no concern in the Government regulations 
except that they have attended the Washington Conference and have helped the War Trade 
Board in making these regulations in the Government’s program of Conservation. 


This statement is official and we urge the retailers of the country to give it the fullest pub- 
licity in their communities, so there may be no prejudice against any merchandise on the market. 


A. H. GEUTING, 


Secretary-T reasurer. 





Government Regulations as They Pertain to Retail Shoe Merchants 


Letter Sent to Every Member of N.S. R. A. by Secretary Geuting 


Fellow Shoe Retailers: 

In order that you are informed at first hand of the 
regulations at Washington, we wish to warn you against 
newspaper stories and the general gossip that is running 
the gamut contrary to what is intended at Washington. 

I wish to appeal to every shoe retailer to give the 
points in this letter the fullest publicity, even getting 
out a folder that you can give or mail to your customers 
so that they will have the right views as to what is 
patriotic. 

I wish to say that the regulations which no doubt you 
have read should be read carefully not slightingly, and 
without going into the details of all these regulations, 
I wish to summarize for you as follows: 

First? You are patriotic and helping the Government 
most when you sell all the merchandise that you have on 
your shelves, and your customers are patriotic to buy 
it. 

Second: This applies also to goods that you have on 
order and will still order. 


Third; It is patriotic for you to buy and for customers 
to buy from you anything that a manufacturer will offer 
you because:he will not offer you-anything that the Gov- 
ernment does not intend to be sold. It is to the interest 
of the Government first, last and always, to liquidate 
everything that is already manufactured, whether it 
be leather, shoes, or any other commodity, no matter 
what the color. 

No new grays will be tanned, but you may sell grays 
or anything else that you can buy or is on the market, 
even if it takes you ten years to get rid of them. Those 
best posted in the market say that when the date set 
as the limit for cutting grays arrives, there will be no 
more grays to cut. 

Kindly take this under your most careful considera- 
tion and pass it along to your newspaper, to your custom- 
ers, and to your fellow shoe men. 

Yours very truly, 
A. H. GEUTING, 


Secretary-Treasurer. 
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Promotions Among Executives 


In Concern of Ames Holden McCready, Ltd., 
of Montreal 

Three changes in the executive staff of Ames Holden 
McCready, Limited, have been announced following the 
annual meeting, of that company. 

These changes are in the nature of promotions of men in 
the present organization, whose past experience and con- 
nection with the firm has amply qualified them for their new 
duties. 

With a view to increased efficiency and production, the 
directors have given due recognition to the men of its present 
organization who were chiefly responsible for the company’s 
marked success during the past two years. R. E. Dildine 
was appointed general manager, J. C. Bayless was made 
treasurer, and T. H. Lane was elected to the board of directors. 

The first two appointments were due to the resignation of 
Mr. N. T. Feltes, who has served the company for the past 
two years as a vice-president, treasurer, and general manager. 

Mr. Feltes goes to South Bend Ind., to become a director 
and treasurer of the Studebaker Corporation, but he will 
continue to be a vice-president and director of Ames Holden 
McCready. 

Mr. Dildine, his successor as general manager, has been a 
director and general sales manager of the company for the 
past two years. 

Previous to that time, Mr. Dildine had an exten ive ex- 
perience in the shoe trade in the United States, during the 
course of which he served for six years as sales and advertising 
manager for Endicott Johnson & Co., one of the largest and 
most successful American manufacturers. 

Following that connection, Mr. Dildine became the editor 
of the shoe section of the Dry Goods Economist. Chester 
F. Craigie will become assistant to Mr. Dildine in the sales 
end of the business. Mr. Craigie was for many years adver- 
tising manager for Utz & Dunn, and for past five years has 
been in charge of the sales promotion department of Rice & 
Hutchins, Inc. 


Release of Leather for Civilian Use 
Official Order from War Department 


As there appears to be sufficient sole leather to meet the 
immediate requirements of Government shoes, and it being 
our desire to restrict business as little as possible, we are 
making the following temporary release. New requirements 
are being figured, and we appreciate the hearty co-operation 
which the trade has given us in the past and we desire to have 
the same continued in the future. It may be necessary to 
rescind this order at any time. 

1. Shipments may be made on leather of army quality to 
civilian trade on all bona fide orders, which have been booked 
prior to May 24. 

2. Women’s, misses’, children’s and boy’s cut soles 84% 
iron and up of fine and semi-fine quality may be delivered on 
orders taken prior to May 24. 

3. Jumbo blocks, taps and strips may be delivered on con- 
tracts taken prior to May 24. 

4. It must be definitely understood that you cannot make 
new sales, that this release only covers your back orders. 

By authority of the Acting Quartermaster General, 
HIDE & LEATHER CONTROL BRANCH, 
C. F. C. Stout, Chairman. 
By Henry W. Boyd, 
In Charge of Sole Leather. 
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“You Cannot Afford Not to Go’’ 
Illinois State Convention, July 23, 24, 25 


The program prepared for the Illinois Shoe Retailers’ 
Association Convention, to be held at Hotel Jefferson, Peoria, 
July 23, 24 and 25, has been worked out with one thought 
in view—Help for the members of the association. 

The indications are that the attendance will be large and 
the sessions will be enthusiastic. Occasionally a letter comes 
along from some retailer regretting that he can’t come on 
account of shortage of help or expense that will be entailed 
by making the trip. The merchant is indeed a poor observer 
who could attend such a convention as will be held at 
Peoria without gaining information that would be worth 
at least ten times as much as the time and expense entailed 
by attending the meeting. The harder it seems to get away 
from your business the more necessary it becomes for you to 
be in attendance. ‘‘You can’t afford not to go.” 

It is a matter of patriotism and loyalty for a merchant to 
learn all that he possibly can learn about the conduct of his 
business. The interchange of ideas brings knowledge—and 
knowledge is power. , 





The Rounmentied Cartons 


Conservation Already Being Made 
J. P. Smith Shoe Co. were among the first to co-operate 


“with the War Industries Board in its recommendation for 


conserving labor and material and prevent waste, by sending 
out to their customers this week a printed notice as follows: 

“Cartons shall be made of either white or gray paper with 
the exception of the front label and the front flange, which 
may conform with the color of paper now in use. No bottom 
covering, trimmings, strings, fly sheets or carton tops, sides 
or backs to be permitted on cartons.” 

E. B. Steere, sales manager of the J. P. Smith Shoe Co., 
in commenting upon this notice said that the trade is co- 
operating heartily, and that difficulties anticipated are not 
arising at all. Heretofore every dealer had his own special 
color of cartons, and the manufacturers have sought to ship 
the shoes bought each season by each dealer in the particular 
color of carton desired. Hereafter, the dealer can only get 
the color desired on the front label and front flange of the 
carton, This change will eliminate a great deal of printing 
and prevent waste and conserve labor. 





FIRST OFFICIAL INTERPRETATION 
OF RECOMMENDATIONS 


(Concluded from page 29) 


“There is not a manufacturer, a wholesaler, or retailer in the 
United States today, who has not said, ‘We are behind you to 


‘.the limit and so will your customer be if you tell him the 


,99 


facts. 


So ended the wonderfully clear interpretation of the War 
Board’s Style Regulations for the great gathering at this ses- 
sion of the Boston’Style Show. And the close attention paid 
to Mr. McGowin’s remarks, the enthusiasm shown, again 
emphasized the fact that all of the great American public is 
with the Government—that the morale of the war is in the 
thoughts and aspirations and hopes of the men and women 


of this country. 
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You ll Need to Buy From Capable 
Manufacturers This Fall 


ETAIL shoe dealers have 
R never had greater need 
of thoroughly depend- 

able sources of shoe supply for 
their stores than they will 


have this Fall. 


More than ever before will 
they need to do their buying 


from manufacturers and 
wholesalers who know how and 
are geared up to handle the 
peculiar problems of the year 
—who are not only willing but 
able to furnish good shoes to 
retail at the moderate prices 


Bates Shoes Five 


rae | 


183 ESSEX STREET 
BOSTON 


which the public is insistently 
demanding. 


For nearly a year we have 
been laying our plans to meet 
just such a situation as the trade 
now faces. We are ready for it. 


Bates Dealers will find that our 
Fall models contain every element 
of good and salable value which the 
most scrupulously careful plan- 
ning and intelligent execution can, 
under 1918 conditions, produce. 


Better let us talk with you about 
the Bates Local Sales Agency prop- 
osition. It 1s going to have a 
double value this Fall—for reasons 
you ought to learn. 


to Eight Dollars 


BATES COMPANY 


FACTORIES AND 
GENERAL OFFICES 
WEBSTER, MASS. 


328 W. MONROE:STREET 
CHICAGO, ILL. 
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Important Figures of Imports and Exports 
of Hides, Skins, Leather and Footwear 


Statistics of the Government on the Import and Export Busi- 


ness for April and for the Ten Months’ Period 

















IMPORTS 
May 11 Months Ended May 
1917 1918 1916 1917 1918 

Hides and Skins: 

OED OOO Oe SP EOE Te $621,842 $247,571 $1,800,954 $5,080,661 $2,795,907 
Calf, (dry, green or pickled)....... 574,108 525,646 15,160,869 14,427,413 5,103,734 
Cattle (dry, green or pickled)...... 9,990,823 5,921,208 77,767,111 89,046,692 65,269,227 
Goat (dry, green or pickled).:..... 8,156,223 5,639,151 23,209,383 47,957,874 27,575,567 
Horse, colt and ass (dry, green or 

SING 3 ies dew ia ndey saws sees 465,017 20,876 1,913,361 5,949,143 1,539,288 
eis 4:49 aera wardqtns wae 106,004 123,155 633,301 694,685 634,109 
EE SR ee er ee 3,370,812 1,724,648 16,540,080 26,070,995 17,865,796 
All other (except furskins)........ 429,631 206,228 1,871,518 2,168,469 2,304,021 

Ei huh nate iden Anew ah arated $23,714,460 $14,408,483 $138,896,577 $191,753,932 $123,087,649 

Leather and Tanned Skins: 
rhs 5 doa ohh pee ante es 0 561,257 359,834 2,948,505 2,175,982 2,900,092 
Goat (tanned skins for morocco). . 227,616 7,026 3,815,307 8,127,114 523,823 
Patent, japanned, varnished or 

so: scb'iie'< Cad SE OS Eee 12,285 32,758 61,608 90,577 97,459 

Upper, Dressed: 

Ge Mis Guten satis. os sue nade 282,243 88,270 968,053 1,028,869 1,458,442 
ON | RS ne re = 66,080 asa 750,812 910,125 454,569 
Shate Gud tamh...............06. 233,381 62,471 607,871 1,061,410 384,674 
ES eee es 27,856 10,125 307,098 245,735 188,084 

gl ee he $614,560 $160,866 $2,633,834 $3,246,139 $2,485,769 

Boots and Shoes................. 13,671 449,954 . 159,115 234,162 413,496 

EXPORTS 

Hides and Skins: 
all oo i's os aw o ocksacwn ina 26,329 127,926 381,217 549,459 1,435,561 
0 See ers Seer. 277,886 49,623 $2,850,233 $1,791,217 $1,835,938 
Bs «sy ocak PES 0 0A 4Ke de eee 137 Past 34,249 32,900 11,832 
RN R66 os x cers eevee 7,265 14,019 398,481 280,701 650,800 

Ty «hs torte cdmien samen $311,617 $191,568 $3,664,180 $2,654,277 $3,934,131 

Leather and Tanned Skins: 

NN ROS ANE > RS PE 326,520 617,327 3,987,145 6,697,222 4,399,181 
as hia Peder ak ae was ue oko’ 616,981 565,573 25,373,936 38,086,296 11,987,965 

Upper: 

Ree tarare sieht antispam eae 453,530 1,217,058 5,582,315 7,679,484 7,105,617 
BRN ic arc-y Socigata- aks Sed ‘oe % a NE 1,828,916 1,069,830 16,483,559 26,265,885 13,564,348 
PRN coh ao excae ca/e ewe 404,920 733,240 10,369,002 12,054,260 8,509,717 

po eee eres $4,599,656 $5,362,858 $72,845,188 $100,823,501 $55,963,185 

Boots and Shoes: 

IM hain oh 3 ab. 4 084s aed, + 1 275,464 444,917 1,970,650 3,141,100 4,176,224 
Po htt os 6k aids, Vin on: ae 1,758,107 2,565,459 34,732,388 16,129,600 21,158,048 
IN 5 gS bro 5c es Bape 830,652 852,529 7,083,821 11,575,388 8,544,340 

RE hed es Be rte tke a wate? $2,864,223 $3,862,905 $43,786,859 $30,846,088 $33,878,642 
23,640 32,034 197,348 365,138 321,981 
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Out of twenty manufacturers of men’s shoes w 
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WOMAN IN WAR WORK 


ho will exhibit at the Boston Shoe Style Show eleven of them are making and exhibiting women’s shoes 


DORIS 
JARVIS 
An active Red 
ross worker 
and member 
of U. S.M. Cc. 
Chapter Red 


Cross 

















WOMEN AS 
FORESTERS 
Heights of boots unre- 
stricted for forest serv- 
ice necessitates service- 
able boots, hob nailed 
and strapped 











FO 
UR PAIRS FROM THE BOSTON » 
. STYLE SHOW _— 
Satin mules in the i 
Pen > morning, rubber 
pa — —— bathing sandals in ‘aan i 
ca walking boots for the walk pee 
ed Cross Headquarters — 









































NEWS PICTORIAL 


SERGT. C. L. PETTERSON 
Instructor in Bombing at Camp Devens 
and well known to the shoe and leather 

district of Boston 


Sheepskins are needed—with hair on— 

for boots for air force kite ballons. The 

balloon observer is attaching his para- 
chute lines 


“NONE TOO 
LITTLE BUT -CAN 
SERVE” 

A dear little tot do- 
ing her bit in Wash- 
ington 


























Soldiers in Italy—heroes 
all—taking their place 
again in civilian use- 
fulness. The 
are gathered 
courtyard of 

palace 




















Laplander with 
his lapstone 
making footcov- 
erings, not fash- 
ionable but use- 

fully attractive 
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No. 849, 25c. 


That ‘Tailored Look’ in 
Men’s Oxfords 


High-Grade Oxfords of Exclu- 
sive Design and the Choicest of 
Leathers 


BLANK’S 
F you demand something 
more than “‘just Oxfords” 
—if you are satisfied only 
with the maximum in com- 
fort, fit and appearance, then 
Blank’s Oxfords are sure to 
meet your every requirement. 
The models and patterns are ex- 
clusive with us and embody com- 
fort and elegance of the highest 
order. And as for the materials 
and finish you will have to see 
the shoes themselves to appreci- 
ate how finely an oxford can be 
made. 
Brown Cordovan Oxford 
Medium Custom Toe 
Also in Tan, Russia Calf and Black Calf 
Black Calf Oxford 
Narrow English Toe 
-50 
Also in Tan Calf 
Black Kid Oxford 
Blucher Pattern 
Also in Kangaroo 
Russia Calf Oxford 
Low English Toe 


$10.50 
Also in Kid and Dull Calf 








advertising service. 
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Men’s Oxfords 


Up-to-date Styles 
at RIGHT Prices 


OU will do well to drop: 
hs in at Blank’s if you are: 

really particular about: 
your footwear. 


For $5.00, $5.50 and $6.00 you 
will see any number of smart ox- 
ford styles in tan, black and white: 
which are sure to fulfil every de-: 
mand of style and render you thei 
maximum of service in every: 


detail. 
BLANK’S ~ 
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TO MAKE A REAL CLEAN-UP OF 
YOUR SUMMER STOCK 
Advertise Now and Advertise 


Consistently 


You are Robbing Yourself of valuable selling sug- 
gestions if you do not make the most of this weekly 
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Snappy Oxfords 


at Blank’s 


Tan--Black-- White 
$4.50 to $6.00 


HEN buying Oxfords 

W *twill pay you well to 

see these snappy 

styles we havein Summer foot- 
wear of all kinds. 


There is real dollar-for-dollar 
value in each pair, and you will 
travel ‘far before you meet with 
anything nearly so stylish. 
Tennis Shoes 
White Canvas Rubber Sole 


$2.50 
BLANK’S 











“Your Advertising Suggestions are worth many 
times the cost of your paper.” 
words of a prominent Ohio shoe merchant written 
when ordering his subscription renewed for the next 


year. 


And what these suggestions will do for others, they 
will also do for you IF—only you use them regularly. 


These are the exact 
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WOULD YOU: BUY IN YOUR STORE? IF SO, WHY? 
A Question for You to Ask Yourself— 


*“Would I buy my shoes in this store if I were Jones or Recorder 


Brown or any one of my neighbors?” 

Sit down with yourself and give this the thought it ee 
should have—take the matter seriously and give yourself Publicity 
an. honest answer. 

Remember people are going where they get the most for e 
their money, not only in merchandise but in service. If Service 


you are not doing this, get bus If you are, tell people 
30--ADVERTISE. ” . 83 
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Smart Summer Styles — 
Pumps $5.00 to $8.50 Oxfords sn 











Pumps 

, Py ho: : White Canvas High Heel 
White Kid, White Buck, White HANDSOME, Summer 
Canvas, Tan, Black and Patent [ \ and vacation shoe at a 


very reasonable price. 


Nothing so cool or so comfortable 
LANK S Shoe Styles have always had a very cee ke eames eee a 
special place in the hearts of women who they always look fresh and white, 
i i 1Co . as they’re so easily cleaned. 
are satisfied only with the newest and choic oe ome af iar caae wit Bie 
est wearing apparel—And the reason is very your vacation. 
simple— $4.00 
° ° ' ? 
Blank’s Shoes are “fashionably right” and have that com- BLANK’S 


fort which comes only from perfect fitting. 


Now when Summer Style is at its height, when Fashion rules supteme, © ll 
we are ready to serve you with the finest of Summer shoe styles and be- ll tF Me 
, ) y a, 





cause of the expertness of our fitting staff we. promise to make these 
handsome models a real treat for your feet. * y, 


«Tan Calf Oxford 


French Heel 
Welt Sole 
Perforated Tip and Vamp 


$6.50 
White Kid Oxford 
High Heel $7.50 
Black Kid Oxford 
Ne. 855, 25e. : ry waa A Vamp 
For Vacation Wear 


Smart Sport’ shoes for' all occasions in Leather and Fibre soles in 
models especially chosen for Comfort and Service. 


$3.25 to $8.00 
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FINE DRESS WELTS 





MADE IN CHICAGO 
STOCK STYLE 952 





A Shoe That Will Win Your Approval 


Stock Style Number 952 
Men’s Mahogany Veal Bals, Boulevard 
Last, Single Leather Sole, Leather Coun- 
ters, Full Size Tongues Fleece Lined, Light 
Tan Leather Top Facing, in Stock, B, 
C, D Width, Price $4.35 less 5 per cent. 


J. W. Carter Chicago Company 


Chicago, Ill. 


Try—Carter’s Co-operation 


eter ern TTTTT 










Factory No. 1, Corner Chicag> Avenue and 
Green Street, Chicago, 


MacDonald & Kiley 
Super-Fitting Lasts 





This One ‘* Boulevard’’ 
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News in Shoe Mashete 
and Merchandising, 


Develop~ 


ments in America’s Shoe Centers 





New York City 


Summer Trade Seasonable 
and Dealers Preparing for Fall 


The retail situation generally 
throughout New York is as active as 
might be expected under weather and 
calendar conditions. With the broken 
week caused by the holiday last week 
and with the usual Summer letting 
down, the total volume of business is 
somewhat smaller than the earlier 
weeks. However, there is a quite ac- 
tive demand for seasonable goods and 
particularly for white shoes, in women’s 
and also to some extent in men’s lines. 
Reserved white stocks in the wholesale 
departments are running low and it is 


quite likely that the market will be. 


pretty well cleared of them within the 
next few weeks. Retail dealers are 


devoting attention to their lines for _ 


Fall, being rather anxious to place 
orders as early as possible to make up 
for anticipated delays in delivery and 
in most instances are asking for ship- 
ment of Fall orders at as early a date as 
possible. 


Concentrating Work on 
Making Stock Shoes 


Activity at the Diamond Shoe Co. 
factory is now being concentrated on 
stock production in order to secure a 
sufficient accumulation of stock shoes 
at the time of the issue of their cata- 
logue, which is now on the press and 
will be mailed to their customers within 
the next few days. Apart from the 
stock lines it was stated that they are 
being crowded with an unusual num- 
ber of special orders for shoes, and 
have been compelled to decline all of 
those calling for delivery earlier than 
October Ist. The evident desire of 


the trade is to get Fall goods as far 
ahead as possible, which is in part ac- 
countable for this activity in Fall sales. 


Will Add New Lines 
Duane Shoe Co to Make Welts 


The Duane Shoe Co., manufacturers 
of fine turn shoes in their Brooklyn 
factory, are now about to market a line 
of their own factory made welts. These 
will be ready for the Fall season, and, 
like their turn lines, will be carried in 
stock in their New York warehouse. 
The initial output will be about 300 
pairs a day, and this will be expanded 
as conditions require. Their new style 
turn “Miss Duania,” has made a very 
favorable impression in the trade and, 
in the various colors and combinations 
in which it is now being stocked, is 
meeting with a most gratifying sale. 


Dealers Want Fall Goods 
and Are Ordering Early Deliveries 


Walter Ryckman of Powell & Camp- 
bell reports present business unusually 
active for this time of the year, which 
seems to indicate that retail dealers are 
awakening to the fact that it is going 
to be difficult to get an adequate supply 


MMM NM MN 


of Fall merchandise, and as a result are 
ordering now with the request that 
shipments be made as soon as possible. 
Women’s boots in brown, gray and 
black, and even men’s slippers wanted 
for the holiday trade are being sent out 
to customers, who have requested early 
delivery. Immediate business apart 
from this advance Fall trade is very 
largely for white women’s goods, in 
pumps and oxfords. The demand for 
play oxfords shows a good deal of ac- 
tivity also, this being another one of 
the Summer lines for which there is a 
strong immediate call. 


Queen Mills Representative 
Opens a New York Office 


F. B. Mansfield, manufacturers’ 
agent, has opened offices at 127 
Duane St. where he will represent 
various specialties for the manufactur- 
ing trade, devoting particular attention 
to the product of the Queen Mills, the 
principal of which is cotton threads for 
the shoe trade. Mr. Mansfield will 
cover territory in New York, New 
Jersey and Pennsylvania, and being 
himself a practical shoe man is in a posi- 
tion to render the best service to his 
clients. 


Philadelphia 


PRE-HOLIDAY BUSINESS 
UNUSUALLY ACTIVE 


And Mid-Summer Demands 
Expected to Be Normal 


Independence Day coming in the 
middle of the week had its effect in 
producing a somewhat unsettled bus- 
iness condition. The anti-holiday bus- 
iness in white shoes, outing footwear, 
tennis ‘goods and the like, was exceed- 
ingly active, and the stocks of these on 
hand in the retail stores have been 
materially reduced. Now, with the 


vacation period beginning and people 
getting out-of-town, there is a smaller 
volume of business now noted in the 
stores, a condition that is quite normal 
and to be expected. Stocks in Sum- 
mer goods are reduced to a satisfactory 
point, and while in most lines there is 
a sufficient supply to meet the needs of 
the moment, there is a very little like- 
lihood of any excess to be carried over, 
nor is it considered probable that the 
customary August clearance sales will 
be very large. Gray oxfords and 
pumps are in considerable demand, 
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Bee. 


P. J. Harney Shoe Co. 


Factory, Lynn, Mass. 
Boston Office 
183 Essex Street 





Wetts’* 








Tober-Saifer Shoe Co. 
Creators of Novelty Shoes 
Oxfords and Pumps 

In Stock Ready to Ship 
Also Nifty Boots in All Lead- 


ing Shades 
Write for Samples 


1312 Washington Av., St. Louis, Mo. 








The House of Service 
Novelty Footwear 


IN STOCK 
POO In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 











Covi 


Women’s McKay and Welt Shoes, Stylish 

at all times and values that stand alone 

at their prices. 

Cotter Shoe Co. - - Lynn, Mass. 
Boston Salesroom, 212 Essex St. 











1508 WASHINGTON AVE. 
St. Louis, Mo. 


Novelties in Stock 
For At Once Shipment 








The Easiest Selling House Shoes 


9 
Large 
Variety yy 
oe Turns 


Stock 
sass CO, T nm 
Lane Brothers Co. 4.10:555 ave. Boston 








W.C. Cushman & Co. 


WOMEN’S WELT AND McKAY 
SPECIALTY SHOES 
ON THE FLOOR—READY TO SHIP 


403 Albany Bid., Boston 


New York Office, Duane St., Room 32 











The Line of 100 Styles 
of Comfort Shoes 
Juliets — Oxfords -— Bals 
—Polish—Button—Theo 

Points 





Teagsor BROS,, Inc, 
Boston, Mass. 








BOOT AND SHOE RECORDER 


and the supply is very small, and this 
shortage may be expected to continue. 
The business in men’s lines both in 
outing shoes and in regular stocks is 
satisfactory. Low cuts predominate. 
Dark tan calf continues to lead in the 
sale of men’s goods. 


White Goods Sold Up 
and Fall Lines Coming In 


Mr. Chandler of W. T. Holmes Co. 
in speaking of present business reports 
the situation is a little quiet although 
there is a strong demand for white 
stocks of which there is a very little in 
sight. Oxfords are wanted in both 
leather and canvas, but the stock is 
pretty well cleaned out of these, and 
will not be renewed. They are still 
supplied with white pumps, and these 
are being taken. In fact the trade seems 
to be quite willing to take what it,can 
get in immediate season lines. Bus- 
iness for Fall is looking up. Advance 
orders show that both colors and blacks 
have sold freely, there being about a 
50-50 division of high and low heel 
styles. 


Uncertain Conditions Hamper 
Order Taking and Filling 


W. H. Durell & Sons say that bus- 
iness would be all right if they could 
do it, but it is a period of very quick 
changes, and the problem is quick 
adaptation to such changes. Labor 
conditions are exceedingly difficult and 
it is impossible to say at the close of 
one night in the factory how many 
people will report for work on the fol- 
lowing day. All of which means con- 
siderable uncertainty as to output and 
makes them very chary of promise of 
delivery. At the present time the 
firm is making a good proportion of 
their output, but they are disinclined 
to take as many orders as the average 
output would seem to justify, in view 
of the lack of assurance as to whether 
this production would be continued in 
the same ratio. Some Fall orders are 
being taken, but the serious work of 
the Fall season will not be gone into 
until after the inventory. 


MEN’S LINES 
GOING WELL 


Whites Selling Now 
Blacks and Browns for Fall 


The Turner-Tompkins Co.’s, book- 
ings for future delivery are the largest 
in the history of the business. Men’s 
shoes are wanted mostly in dark tan 
and in black, the proportion being 
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about 70 per cent of the tan to 30 of 
the black. Practically no patent leath- 
ers are called for. Even in boys’ and 
youths’ lines, the tendency is toward 
the English last styles. The trade is 
buying quite a quantity of good white 
canvas shoes at the present time, and 
genuine duck is wanted instead of nu- 
buck, in many instances. Indeed the 
tendency toward grading up even at 
present high prices for footwear seems 
to be quite pronounced, and as a result 
this house is now pretty well cleaned 
out of the better grades of immediate- 
want merchandise. 


Women’s Lines Wanted 
Run Largely to Fancies 

Women’s lines now selling are largely 
field mouse gray and Havana brown. 
Black kid is also very much in evidence 
in the Fall orders. There is very little 
patent leather called for in high shoes. 
While most of the business is for the 
Fall season, immediate orders are being 
received and given precedence, and 
the Fall orders are being put in where 
opportunity permits. 


Large Orders and Labor Shortage 
Factory Conditions Difficult 

Heavy orders and labor shortage is a 
general condition in Philadelphia, 
causing considerable delay in getting 
out goods. Fall orders are pretty well 
all booked now, and there is a sufficient 
volume of them to give the manufac- 
turers all they can handle during the 
coming months. 


Findings in Better 
Demand Than Supply 

Mr. Laing of Laing, Harrar & Cham- 
berlin said the other day that business 
is moving along without change. The 
principal problem is that of getting a 
sufficient supply of merchandise to 
meet requirements. It is difficult to 
get stock in and it seems to be almost 
equally difficult to get it out again and 
into the hands of customers once it has 
become available. The present call is 
for barefoot sandals, bathing shoes, 
dressings, especially white dressings 
and Sumner specialties of a similar 
sort. Orders for Fall lines including 
overgaiters and felt slippers are show- 
ing up in very good numbers and with 
a reasonable supply of merchandise, 
the outlook for the coming season is a 
decidedly good one. Mr. Buchanan 
Harrar of the firm was present at the 
Pittsburgh convention, of the National 
Leather & Shoe Finders’ Assn. of which 
he is an official, and has returned from 
that trip very enthusiastic regarding 
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the progress made in business develop- 
ment because of the deliberations of 
that body. 


White Oxfords Selling 
and Fall Business Coming In 


The call for white oxfords is quite 
pronounced at the present time ac- 
cording to the George H. West Shoe 
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Co. Business for the Fall season is also 
coming into the house in a very satis- 
factory manner and the outlook for the 
future isa greatone. Mr. E. M. Scat- 
tergood of the house was in’ Boston 
during the past week for the purpose of 
looking over market conditions and 
placing orders for immediate 
specialties. 


some 


Rochester 


SHOE STYLE SHOW 
A GREAT ATTRACTION 


Bringing Crowds to the City 
and Praise from the Visitors 


Rochester is the Mecca for scores of 
shoe salesmen and buyers, the occasion 
being the annual style show of the 
Rochester Association of Traveling 
Shoe Salesmen, which opened at the 
Powers Hotel on Monday. Interest in 
the latest types of footwear brought a 
record breaking attendance. Buyers 
from Canada, Nebraska, Oklahoma, 
Oregon, California, Iowa, Pennsyl- 
vania, Ohio, Maryland and New York 
were in attendance on the opening day. 
Practically every state in the Union 
was represented at some time during 
the show. 

The show, which is the fifth semi- 
annual to be held by the association, 
has proved more successful than any 
of the preceding. Although the war 
has led to many restrictions being 
placed on the manufacturer of shoes, 
the models displayed are as artistic and 
beautiful as ever. In addition to the 
display of shoes and findings there are 
a number of miscellaneous displays, 
including an attractive exhibit of. pub- 
lisher’s art by the Boot and Shoe Re- 
corder Company. The display of 
sample advertisements in the “Boot and 
Shoe Recorder,” in charge of Max E. 
Eaton and William Le Brecht, has 
attracted scores of buyers and salesmen 
to the exhibit. 


The Individual Exhibits 
Make an Excellent Showing 


About fifty exhibits are made on the 
fifth and sixth floors of the hotel. Fall 
and Winter fashions shown are not yet 
affected by the orders issued by the War 
Industries Board, so are of the same 
variety as before. The show is not 
open to the public, but has been ar- 
ranged exclusively for buyer, manu- 
facturers and others allied with the 
shoe industry. 


From the models displayed it is ap- 
parent that women’s shoes for the Fall 
and Winter will be about nine inches 
in height, with heels about two and a 
quarter inches high. They will be 
available in shades of brown and gray 
in addition to the black and white 
stock in the market. The soles will be 
thin in compliance with the restric- 
tions. Laced shoes will replace a 
large part of the button shoes because 
of the saving in leather. There will be 
no ornamented shoes, and the policy 
at this year’s show has been to exhibit 
only shoes that are to be worn, not spe- 
cial samples for display, in order to 
save leather. 


Rochester Will Not 
Make the Liberty Shoe 


The management of the show an- 
nounced that the Liberty shoe, which 
was under consideration for a time by 
manufacturers, will not be made here. 
It was manufactured in England ac- 
cording to government specifications, 
but did not prove a success, partly 
because it was too plain. 

Low shoes, or oxfords, will be worn 
into the late Fall and Winter, with the 
use of spats and goloshes, the exhibitors 
maintain. The heels are of three 
varieties, full Louis, 21-4 inches in 
height, wood covered to match vamp 
or quarter; Cuban, 1 3-4 inches in 
height, full leather or wood covered; 
and half Louis. The Louis heels are 
for evening wear and the Cuban for 
street wear. Cloth tops of colors to 
match the leather in the shoes, are also 
in style. The lines of the shoes are 
plain, but dainty, and there are no 
fancy tops or collars. Vamps average 
3 1-2 inches in length. 


MIXING ENTERTAINMENT 
WITH BUSINESS 


Speeches, Lunches and Stunts 
Sightseeing and Excursions 


A special luncheon of the association, 
at which visiting buyers were enter- 
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tained, was held on Tuesday. The pro- 
gram was in charge of a committee 
headed by Edward E. Evarts. The 
program included a Liberty luncheon 
atnoonin RoomC atthehotel. There 
were addresses and patriotic stunts. 
There was a large attendance. C. D. 
Rowley, president of the association, 
presided. There was an address of 
welcome by Merleau C. Smith, chair- 
man of the Style Show Committee. A 
representative of the city administra- 
tion was present. 

At the opening of the show there was 
an address by Mayor Hiram H. Edger- 
ton of Rochester. 

On Tuesday afternoon the buyers 
and the women present were given an 
automobile ride about the city. The 
immense plants of the Eastman Kodak 
Company, the Bausch & Lomb Opti- 
cal Company, and the Symington- 
Anderson Company were inspected. 

On Wednesday night there was a 
living model display in the ball room 
of the hotel. The manufacturers, 
their superintendents and members of 
their families, were guests on this 
occasion. The latest types of shoes on 
living persons, so that those interested 
might gain some idea of the coming 
styles in the metropolitan centers, 
were displayed to a large assemblage. 


Thursday was Customers’ Day 
Also Chamber of Commerce Day 
Thursday was ‘“Customers’” and 
“Chamber of Commerce Day,” with 
an elaborate program of entertainment, 
including a sartorial display of current 
and coming fashions. In the evening, 
the living model display was con- 
tinued. In addition there was a 
patriotic and musical spectacle. A 
number of well-known Rochester vocal- 
ists and musicians were on the pro- 
gram. In the afternoon the merchants 
who supplied the millinery, gowns, 
furs, and the like, for the models, were 
received by the association. The 
Manufacturer’s Council of the Cham- 
ber of Commerce was in attendance. 


Ly 


MORE SHOES FOR WOMEN 
WANTED DURING THE WAR 


And Will Be Wanted 
Still More Afterwards 


Women are going to work, during 
war times, and are needing more shoes, 
and women will continue to work, after 
the war, and will want more shoes. 
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Retailers 
Affiliate 

The feature on Friday was a meeting 
at the hotel of the Rochester Retail 
Shoe Dealers’ Association with Presi- 
dent Harry Phelan in charge. The 
retailers co-operated with the salesmen 
and manufacturers in making the show 
a success. 


Outing at Manitou 
Closes the Affair 


On Saturday the show closed with 
an outing at Manitou Beach. A course 
dinner was served to the buyers, sales- 
men, manufacturers, retailers and 
friends, at the Hotel Manitou, one of 
the best-appointed Summer hostelries 
in this section of the state. 

The Style Show Committee is grati- 
fied with the attendance of the public 
at the show. In addition to being an 
artistic success a large number of 
orders were taken, and hundreds of 
buyers were impressed with the merits 
of shoes manufactured in Rochester. 
It was announced that the style show 
would be an established institution. 
A vote of thanks was given to the 
“Boot and Shoe Recorder,” and other 
shoe publications, for the efforts in 
making the show a success. 


The Roster of Officers 
and Executive Committee 


The officers of the Rochester Asso- 
ciation of Traveling Shoe Salesmen 
are: President, C. B. Rowley; first 
vice-president, D. D. Oster; second 
vice-president, G. E. Connor; third 
vice-president, S. C. Gloud; fourth 
vice-president, A. J. Peck; secretary, 
Fred S. Brill; treasurer, Roy F. 
Schneider. ? : 

The members of the Executive Com- 
mittee .in charge of the show are: 
Merleau C. Smith, chairman; Harry 
M. Joy, treasurer; Harry A. Chase, 
secretary; G. A. Schaub, A. J. Peck, 
F. J. Le Pine, J. E. Blythe, C. B. 
Rowley, F. S. Brill and J. P. Byrne. 


nh rh 


That is the way a number of Lynn 
shoe manufacturers figure ou* the in- 
fluences of the war on the women’s shoe 
trade. Of increase in the volume of 
business on women’s shoes they are 
certain. Some of it is already here. 
But about the sort of shoes the women 
will want there are some differences of 
opinion. One group of manufacturers 
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believes that women will continue to 
demand pretty shoes, as usual. An- 
other group believes that women will 
call for more service shoes, that are 
healthful to wear, and durable, too. 
They figure that there will come a 
steady leveling of styles in women’s 
footwear, started by the recommenda- 
‘tions of the Conservation Board, and 
helped along by the women’s suffrage 
movement, as well as the common 
sense that always comes from routine 
work. 

One man sums it up saying “Busi- 
ness women will want business shoes, 
like men. Women who work will ask 
for sensible shoes, like men who work.” 


VIGORELLI DEAD, COLUMBUS 
OF THE BOOT BLACKS 


Originator of the 
Shoe Shine Parlor 


Charles Vigorelli died in Lynn the 
other day, age 72 years. He was the 
man who started the modern boot 
black business. So the story goes. 

Like Columbus, he came from Italy, 
but unlike Columbus, he landed in 
New York and discovered there the 
millions: waiting to have their shoes 
shined. So he opened a shoe shine 
parlor, and hung out a sign “‘All Shoes 
Shined for a Nickel. Reserved Seats 
for Ladies.” 

In this initial shoe shine parlor, 
Vigorelli’s business flourished, and soon 
his idea was taken up by others, and 
spread all over the country, until the 
boot black stands now number more 
than 100,000, so the story goes. 

If Vigorelli wasn’t the Columbus of 
the modern boot black business, who 
is? Dickens, who tells more about 
shining shoes than any other famous 
author, a merit due, perhaps, to the 
fact that he dabbled in boot blacking 
before taking up literature, praises the 
skill of Sam Weller in shining shoes, 
but makes no mention of a shine parlor. 
Alger, beloved of small boys, tells how 
“Ben, the Boot Black” became a 
banker, speaking of the little old salt 
box in which he carried his brushes 
and blacking, but never mentioning 
a shoe shine parlor. 

Since these two authorities make no 
mention of shoe shine parlors, it is pre- 
sumed that there was no shoe shine 
parlor until. Vigorelli came from Italy 
and started one. ‘And it is spread 
upon the records that Vigorelli was the 
Columbus of the modern shoe shining 
business, and the records so stand 
until disproved. 


ONE MORE HOUR 
EVERY WORKDAY 


Would Increase Shoe Production 
a Full Ten Per Cent 


That Lynn shoe workers put in an 
hour more work in the factories each 
day is the recommendation of a Lynn 
manufacturer. He says that produc- 
tion of shoes could be increased ten 
per cent if shops would run an hour 
longer each day. The increase in 
production would be most welcome. 
Manufacturers already have much dif- 
ficulty in meeting the demands of 
buyers for footwear for Fall. 


Seat on Side Lines 
Veteran Manufacturer 
Now a Spectator 


Daniel Lynch has retired from the 
Lynch Shoe Co. The business will 
be continued without change by William 
A. Sullivan and Bernie Green, Mr. 
Lynch’s partners. 

For 45 years Mr. Lynch has followed 
the ups and downs of the shoe trade, 
and, being successful, he now feels 
entitled to sit on the side lines, and 
watch the game go on for a while. 


Bartlett for Service 
Young Manufacturer Enlists 


Philip W. Bartlett, director in the 
firm of Bartlett & Somers, Lynn shoe 
manufacturers, left the factory July 1, 
to take a special course in training for 
war service. He goes first to Wentworth 
Institute, Boston. Employees in the 
factory gave him a handsome wrist 
watch. 


New Service Flag Raised 
with Patriotic Exercises 


Gregory & Read Co., and their 500 
employees, joined in patriotic exercises, 
on the afternoon before Independence 
Day, at the factory on Washington 
Street, Lynn. Harry M. Read, presi- 
dent of the company, raised a new 
service flag, with 19 stars on it. Mayor 
Creamer made a patriotic address. A 
band played national hymns, and then 
everybody joined in the singing. 


Seeking Coal 
for Lynn Factories 


Albert M. Creighton, representing 
the Lynn Shoe Manufacturers’ Associa- 
tion, and William H. Day, represent- 
ing the Lynn Chamber of Commerce, 
have gone to Washington, to see what 
can be done about securing additional 
supplies of coal for Lynn factories dur- 
ing the Winter. The city of Lynn also 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade. 
201 South Street, Boston, Mass. 
Telephone Beach 4960—4961. 
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is arranging to cut a lot of fuel in Lynn 
woods. 


Conservation of Help 
A Doctor at “‘The Shoe” 


A doctor is in constant attendance 
at the Beverly factory of the United 
Shoe Machinery Co., watchful of 
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the health of 6,000 employees there. 
With machinery in demand, and shoe- 
makers few and far between, it is im- 
portant that every employee be fit for 
work, for the production of shoe ma- 
chinery helps to win the war. Besides 
it is welfare work, in which the com- 
pany is a leader. 


St Louis 


LESSENED PRODUCTION 
WORRYING MANUFACTURERS 


And Also Causing Some Anxiety 
Among Retail Shoe Merchants 


Shipments out of the factories and 
the jobbing houses are moving as rap- 
idly as supplies become available, but 
the production still hovers around the 
70 per cent mark with little likelihood 
of getting above it as the labor supply 
is shortening rather than otherwise. 
The in-stock departments are being 
hard put to it to keep up with the call 
for goods because of this situation and 
the fill-in business is indicative of a 
very active business on the part of the 
retailers who have been selling freely, 
particularly on whites and other sea- 
sonable goods. Specialty numbers for 
the new Fall season are beginning to 
move through the plants to some ex- 
tent, but these have had to wait on the 
bread-and-butter goods required for 
the earliest delivery. Generally the 
entire business district reports that it 
is altogether a matter of making de- 
liveries, rather than taking orders, for 
the latter, despite the fact that the 
salesmen are off the road are coming in 
ve-y freely from dealers who have not 
fully bought or have delayed part of 
their Fall business. 


THE FALL PAGEANT 
WILL BE THE BEST EVER 


Timed to Attract Buyers 
On Returning from the East 


The shoe houses are preparing for 
their share in the Fall Pageant of 
Fashion, which will be the fourth sea- 
son of this event which has won new 
laurels with each presentation, the 
theme this season being the “Spirit of 
Beauty in the Stress of War.” The 
Pageant will be given in the open air 
municipal theatre in Forest Park on 
successive Tuesday and Wednesday 
nights three weeks in August. This 


is the period of the heaviest influx of 
buyers to this market and the event is 
planned for the merchants who visit 


the city on their Fall buying trips. The 
footwear will, this season, as usual, be 
designed especially for the costumes to 
be worn and will present the effect of the 
War Industries recommendations on 
styles, with something of a hint as to 
what is to come in the spring. 


Brown Shoe Co. 
Offices Now Rearranged 


The Brown Shoe Company has 
moved its offices into the new quarters 
made ready in the eastern section of 
the White House building which ex- 
tends from West Sixteenth St. to 
Seventeenth Street on Washington 
Ave. and St. Charles St. The interior 
work has not been entirely completed, 
by the workmen, but President John 
A. Bush is now located at the northeast 
corner of the first floor and the offices 
of the officials and department heads 
have been re-arranged as to location. 
The new space makes the first floor 
appearance of the office very effective 
as well as more convenient than before. 


Uses Murder Alibi 
for “Liberty Excuse’’ 


An enlisted man in the National 
Army has confessed the murder ot 
S. E. Brown, a shoe dealer, whose 
death was reported some weeks ago, 
and has been brought to St. Louis from 
Camp Funston for trial. The man is 
named H. J. Hillebrandt, and after 
reaching St. Louis he repudiated his 
confession saying that he played the 
trick to get a chance to come to St. 
Louis. His confession was so circum- 
stantial that the police have determined 
to hold him as he seemingly made 
statements of fact that could have 
been made by no other than the 
murderer or an eye witness. 


Trade Notes 
of Men and Matters 


Chairman of the Board, Jackson 
Johnson, of the International Shoe Co., 
has taken his family to his Summer 
home at Harbor Point, Mich., and 
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after a brief stay, will return to St. 
Louis to resume his activities in con- 
nection with the St. Louis Chamber of 
Commerce of which he is head and 
also the War Industries Zone direction 
of which he is the head by appointment 
from Washington. 


The style shows at Rochester and 
Boston have drawn a considerable 
number of the style experts of the 


BOOT AND SHOE RECORDER 


St. Louis houses to witness the new 
designs which the Eastern manufac- 
turers have for the Fall trade. Most 
of those who have gone to the shows 
will return with the week, as the prob- 
lem of samples under Government 
restrictions for the Fall trade is with 
them and must be settled to some 
extent before the men begin to leave 
for their territories, which will be about 
the middle of August and from then on. 


Chicago 


RETAIL TRADE 
AT STEADY PACE 


Vacation Trade Well Started 
and Hot Weather Shoes Selling 


No unusual purchasing by the shoe 
buying public is apparent in any of the 
stores. The trade is keeping along at 
the steady, normal pace of the few 
weeks before, which is satisfactory to 
the merchants, in view of existing 
conditions and constantly changing 
weather. 

Most of the windows along the main 
shopping thoroughfares bear witness 
to the fact that the proprietors and 
managers are making a strong appeal 
to vacation intent crowds by display- 
ing in wide variance very attractive 
sport footwear, these being in the form 
of mainly canvas oxfords and pumps, 
with a subdued showing of higher 
shoes. It is expected with the oncom- 
ing of long over-due hot weather that 
the sale of canvas footwear will com- 
pare favorably with any previous 
season. 

The buying tendency during the 
past week has been towards oxfords 
in browns and blacks. White kid ox- 
fords, too, have been selling rapidly 
and steadily. Pumps, while not meas- 
uring up to oxfords in the sales sheets, 
have a good and encouraging call. 

Business in men’s shoes in the higher 
quality lines is holding up fairly, al- 
though it is not as active as last year. 
Chicago’s proximity to navy and army 
camps is bringing soldier and sailor 
trade to a good many of the medium 
g-ade shoe stores, partly balancing the 
loss due to the great exodus of civilian 
customers. 


Five Million Dollars’ 
Worth of Working Shoes 


The Harsh & Chapline Shoe Com- 
pany, Milwaukee, just finished the 
most successful selling season in the 


history of the business. A statement 
from this house says: 

“Our gain in sales from January 
first to July first is $1,052,486.50, or 
an increase of 75.2 per cent over the 
same period of a year ago. The pros- 
pects for the coming season look better 
than ever before and we confidently 
hope to surpass the past season’s record 
which will bring our sales well over 
the $5,000,000.00 mark.” 

This company makes only men’s and 
boy’s work shoes. It tans all its 
upper leather and also its own chrome 
sole leather. 


Five Pairs Each 
for Forty People 

I. Miller, State and Monroe Sts., 
was successful last week in securing a 
large and unusual order for footwear 
from the Arena Polar Grove, the new 
North Side amusement palace which 
was recently transformed from an ice 
rink. The show includes more than 40 
performers, all of whom were supplied 
with four to five changes of attractive 
pedal adornments, comprising an order 
of quite sizable importance. 


Eighty Cent Sale 
Starts Clearances 

Among the first of the downtown 
stores to announce a seasonable clear- 
ance sale is Ruppert-Coens, 27 W. 
Madison St. Every style and grade 
of shoe in the store is included, in both 
men’s and women’s lines. A unique 
feature of the price markings is the 
80c figures at the end of each price, 
such as $3.80, $4.80, $5.80 and so on, 
taking in every numeral until $12.80. 


Roger Whipple of the Hagerstown 
Shoe and Legging Co., Hagerstown, 
Md., celebrated the Great and Glorious 
Fourth by taking up his headquarters 
at the United States Hotel, Room 110, 
where he will display the line of goods 
of his firm. 
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or for other merchandise. Leases — 
will send a representative to 
investigate and make offer upon "oo. 
Max Kalter Mercantile 


100-102-104 Grand St. New York City 














Phone Spring 94138 




















Insoles of all kinds 


Made by the House that 
" makes good on deliveries 


Our brand is in demand 
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We have protected the public 
against substitution and you 
against cheap competition with 


Keds 


Be. ORE Keds came you could sell canvas and rub- 
B:-: footwear as “tennis” shoes. 


No matter if you sold the best ‘“‘tennis’’ shoes 
you could buy, your competitor, if he was unscrupu- 
lous, could undersell you with a cheaper quality. 


We have taught the public to know Keds as a much 
higher grade, and as much more styleful canvas and 
rubber soled shoe than they have ever known. 


: 


That they appreciated Keds is proved by the over- 
whelming demand we received for them last year—the 
first year they were offered. 


Have you prepared for the still greater demand that’s 
sure to come this Summer? 


United States hs : 
.. .. Rubber Company 
io. New York - 
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Weekly 


The Rubb er Realm 
Market Review of Rubber 


Footwear, Supplies and Prices 


i 
{MTA UALLACT 


SHOES FOR TRADE 
BOOTS FOR ARMY 
Being Made as Fast as 
Manufacturers Can Do So 


Another week passes with little or no 
change of importance in the rubber 
footwear market. The mills are as 
busy as ever, and turning out shoes to 
full capacity of the forces the manu- 
facturers can procure, while the boot 
output is, as before, almost exclusively 
confined to the contracts for the Gov- 
ernment. The weather is favoring rub- 
ber footwear manufacture, and the un- 
seasonable coolness which has pre- 
vailed up to this week has enabled the 
workers to increase their individual 
output, a condition alike satisfactory 
to employer and employee. There are 
many buyers here, who are calling on 
the rubber houses or agencies, but they 
are not buying, having placed their 
season’s orders months ago. 


WARMER WEATHER 
AND VACATION DAYS 


Increases the Call 


Sor Tennis Lines 


The situation is the same as regards 
the tennis business, as far as the job- 
bers are concerned, but retailers are 
adding to their early Spring orders. 
These later orders are practically all on 
the fine lines which the manufacturers 
are showing in new processes and up- 
to-date lasts.. Undoubtedly the season 
is backward and is having some effect 
on the retail trade, but dealers generally 
are as positive as ever that these lines 
will have as large, or even larger sales 
than canvas lines made in leather shoe 
factories. 


CRUDE RUBBER 

NOT MOVING NOW 

Manufacturers Well Supplied 

up to Close of Restricted Season 
The crude rubber market is quiet 

even to dufness. Manufacturers 


have all that they require for immediate 
needs, and seem inclined to wait for 
the next move of the War Trade Board 
which, they believe, is due to arrive 
within a month. It is hoped that the 
great increase of ships will enable the 
Board to modify the present drastic 
restrictions regarding rubber imports. 
At present, prices have receded at 
shipping points in South America and 
the Far East, owing to the absence of 
American buying, but this has no par- 
ticular effect on the market here, as 
there is little or no free rubber, and if 
importers or dealers quote any prices 
they are the highest allowable. Under 
present conditions there is an entire 
absence of forward quotations. There 
are no changes in the prices quoted, 
they being all at the maximum fixed 
by the War Board, though guayule, 
which does not come under the re- 
strictions, shows changes in prices of 
both wet and dry. We quote: 

Upriver fine, 68c; islands fine, 59c; 
upriver coarse, 40c; islands coarse, 27c; 
caucho ball, 40c for upper, 36c for 
lower; cameta, 28c; first latex pale 
crepe, 63c; smoked sheets, 62c; brown 
crepe, 60c; centrals and Mexicans, 39c; 
guayule, wet 38c; washed and dried, 
45c. 


SCRAP RUBBER 
CONTINUES DULL 


With Only Slight 
Changes in Quotations 


The scrap rubber market shows very 
little change either in demand or in 
prices, though the persistence of re- 
claimers in staying out of the market 
is being taken as a reason, in some 
cases, for concessions on the part of 
collectors, who have been hoarding 
for a rise which has not materialized, 
and who are now overloaded, and anx- 
ious to sell. Transactions in the 
principal markets are too few and small 
to establish any change in quotations, 
and we repeat those of last week. 


Phila. Chi- 


cago 


New Bos- 
York ton 
Scrap Boots 
and shoes $8.25 $8.35 $8.25 $8.10 
Trimmed Arc- 
6.50 6.60 6.40 6.40 
Untrimmed 


Arctics .. 5.50 5.60 5.40 5.40 
NEWS AND NOTES 


OF MEN AND THINGS 


In the 
Rubber Trade 


R. F. Spencer, comptroller of the 
United States Rubber Company, paid 
a visit to Boston last week. 

E. F. Carpenter, of Guthmann, Car- 
penter & Telling, was the guest of 
Charles A. Coe at the latter’s model 
farm at South Essex last week. 

According to census report, just sent 
out the United States imported during 
the year ending June 30, 1917, over a 
million pounds of rubber perday. The 
total amount was 385,356,263 pounds, 
and the value, $195,624,180. 

Arthur W. Lawrence, who has been 
serving the nation as Chief of the Pro- 
curement Division, Footwear Branch, 
Quartermaster’s Corps, has resigned 
that position, and after a short vaca- 
tion, will return to the New York office 
of the United States Rubber Company. 

The trade will learn with regret of 
the death, last Monday, of John H. 
Davis, well known in the footwear 
trade, and for the last two years in 
the selling department of the Hood 
Rubber Co. The funeral services 
were held at his late home in Bradford, 
Mass., on Thursday. 

There is a good proportionate mem- 
bership of rubber footwear men in the’ 
new Boston Shoe Trades Club which 
was dedicated last Thursday. R. C. 
Hall, Western selling agent of the 
United States Rubber Company, is in 
Boston, meeting his customers who are 
on here on their regular July buying 
trips. 


— 
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IN 
STOCK, NO. 896 
KEITH’S KONQUEROR 
OVERLAP PLUG 
| OXFORD 








a j 
You Can Market Many | | 
Pairs of This Shoe : 


The Preston B. Keith Shoe Company 


It’s a new one and a beauty. To see the shoe | 
is to be impressed with its elegance at once. | 
Made up of Tony Red Calf, with a gray | 
plug insert—some class. Blind eyelets. 12-8 
concave heel. Imitation stitched tip. Good- 
year welt of course. “Konqueror,” Bayne 
last. Just the shoe for your early Fall trade. 
Ready August first. é' 











Brockton, (Campello Station), Mass. 


Boston Office, 207 Essex Street 
N. B.—I nterest Yourself in Unlocked Process Shoes 


inte 














The Season Was Backward 


and the retailer was running a little slow. 
A creditor placed a claim with a collection 
agency. We also had a claim against 
the debtor. 

Here is part of a letter the debtor wrote to 
the creditor who did not give his claim to us. 

‘We do not need any Black Jacking Methods to 
bring us to terms. We know just exactly the right 
from the wrong, and we are going to follow the right 
onty. 

“Just to show you different business methods, we 
are enclosing you a letter from The Credit Clearing 
House and they did not seem to try to use Bull- 
dozing Methods and we are only too glad to abide 
by their demands, because they have their Patrons’ 
Interest at heart. They try very much to avoid any 
expense and especially any litigations, and they 
seem to do just what a person with good common 
sense should.” 


You profit by our Constructive Methods. 





The Credit Clearing House 
“Builder of Better Credits” 


Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 








QUEEN 
ANNE 
DESIGN 





Make Buyers Out of Passersby 


Our shoe display fixtures are now made 
in Queen Anne, Chippendale, William and 
Mary and Adam designs. 


Let us send you a complete set of our 
supplementary catalogs. 











NEW YORK SALESROOM 
35 WwW. 32nd STREET 





ited. mm my de) km Oe). 0-7-0 Bf 
0-0. @ ae =) A 3-2 ©) 0 et ©) a 7-0-9934 - 9 


LANSING - MICHIGAN 
CHICACO SALESROOM 
234 S. FRANKLIN ST. 








Nleolin Soles’ 


Make your ter- 
ritory yield 
you more repair 
business. Sell and 
feature Neolin 
Soles. Hundreds 
of people in your 
territory need 
Nedlin Soles and 


will eventually buy 
them. You are en- 
titled to this busi- 


ay in a supply of 
W ingfoot Heels, 
too. Makeit known 
to your trade you 
have them. Be- 
cause of their firm 
resilience these 
heels are in great | 
demand. They are 
guaranteed to out- 
last all other heels, 
leather or rubber. 


The Good yearTire & RubberCo 
Akron, Ohio 
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| A Real Investment 


Money invested today in Mitchell-Caunt McKay styles for 
women will bring a big return in profits, prestige and good 
will during the seasons to come. We know of no better 
way for you to get big returns on an absolutely safe in- 
vestment. 


Let us show you our “safe and sane”’ war styles while you 












































are in Boston. Our salesroom is at 72 Lincoln St. 














MITCHELL-CAUNT COMPANY 


FACTORY, LYNN, MASS. 
a BOSTON OFFICE, 72 LINCOLN STREET 
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The Leather Market 


Review of Leather 
Supplies and Prices 


Wee 
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LEATHER TRADE 
ONLY MODERATE 


With Stocks None Too Large 
and Prices Strong 


The shoe manufacturers are more 
busy this week with customers than 
with leather dealers and tanners. Style 
Show and Shoe Trade Club, and the 
entertainment of customers in other 
ways, and at other functions, have 
nearly monopolized the time, yet the 
demand of the factories have required 
giving some attention to the leather 
market in at least part of the cases. 
There is no doubt that manufacturers 
of civilian shoes are not very heavily 
stocked up, and while some of them— 
many,in fact—are still making Summer 
or early Fall light shoes, most of them 
are preparing for the “long run,” 
which even now is starting. 

The leather situation is growing 
more difficult every week. Stocks are 
getting lower, qualities are not im- 
proving, and prices are either advanc- 
ing, or getting ready to do so. Man- 
ufacturers have cut the usual vacation 
of a week or more at this time, down to 
three days, and in some cases even to 
a single day, in order to utilize their 
present force before the draft makes 
greater inroads upon them. For this 
reason also they are buying leather,that 
their employees may have no excuse 
for “knocking off’? before the whistle 
blows. 


SOLE LEATHER 
GOING OUT WELL 
With Prices Held 

and Some Lines Higher 


As in previous weeks, the principal 
movement in sole leather is in de- 
liveries to contractors for Army shoes, 
mainly of leather previously bought or 
contracted for. On such leather, quo- 
tations mean little. On the lighter 
weights, or off qualities in the heavy, 
prices are, as a whole, the same as a 


week ago, but the general impression is 
that quotations must go higher, and 
that very soon. No. 1 dry hide hem- 
lock 8% iron or over, if quoted at all, 
is at 50 to 52c; medium and light 
weights are quoted 48, 46 and 42c, 
though some houses, with a little lower 
grading quoted 44, 42 and 38c. A 
considerable amount of these cheaper 
grades are reported to have been sold 
to the British buyer now here. Union 
sole has not moved very well the past 
week, but prices continue strong. 
Packer steer backs which are going out 
on contract around 72c are now quoted 
76c for new business. Packer cow 
backs are still held at 70c, though some 
sales are reported at 68c. Oak sole is 
well sold up on the heavier grades, and 
army bends are firmly established on 
an 86c basis. Some A bends reported 
held at 90c. Heavy packer oak backs 
sell at 84c and light packer backs 78c. 
Some light country hide oak backs 
quoted at 62 to 65c. Belting butts 
continue at 97c for No. 1 and 95c for 
No. 2. 

Offal of all kinds has shown very 
light demand this week. Bellies are 
quoted 18c for hemlock, 25c for union 
and 36 to 37c for oak. Shoulders are 
held at 25c for hemlock, 52 to 55c for 
union, and oak double shoulders bring 
66 to 67c. 


UPPER LEATHER 
IN MODERATE CALL 
But Army Shoe Requirement 
and Colors Going Well 

While the market can hardly be 
called active, a considerable amount of 
business is being done, with all tran- 
sactions based on strong steady figures. 
Colored calfskins are held at last 
week’s advance, best grades being 
quoted around 73c. Black calfskins, 
66, 64 and 62c with prospects of higher 
prices asked as soon as demand becomes 
normally active. Some sales for future 
delivery reported at thése figures. 


Side upper leather movement is mainly 
in colored stocks and deliveries of 
army leather. Colors quoted 48, 46 
and 44c. Blacks quiet with no change 
in quotations. Finished splits well 
sold up and flexibles in good call. 
Patent leather is selling in best selec- 
tions with some scarcity noted. Best- 
grade japanned western extremes 
quoted 55 to 60c, but on inferior 
leathers prices are graded down. Patent 
colt quoted 45 to 75c and sold ahead. 
Patent kid, 55 to 70c. Glazed kid sell- 
ing well in colors, manufacturers still 
purchasing grays as well as browns. 


THE HIDE MARKET 
STILL VERY QUIET 


Transactions Awaiting 
the Price Fixing Question 

Offerings of ordinary stock are plen- 
tiful, but desirable hides are in rather 
light supply. Some sales of New 
England are reported at 1814 to 19c 
flat, but ordinary hides are held at 
18 to 20c flat with tanners unwilling 
to pay such figures. Ohio buffs are 
held at 22c, and while some sales of 
selected hides are recorded at that 
figure, tanners, as a rule refuse to con- 
sider it for regular run. Southerns in 
very moderate demand with near 
points quoted at 19c and far points, 18c. 

The Chicago packer market shows 
very light offerings, packers holding for 
their own tanneries until the price 
fixing question is settled. Quotations 
are practically the same as last week. 
Heavy native steers 33c, lights 32c, 
extremes 25c. Native cows are quoted 
30c for heavy, 26c for light. Texas 
steer quotations are 31, 30 and 25c. 

The Chicago calfskin market is well 
sold up and prices strong. Packer and 
Chicago calfskins firm at 44c. Out- 
side cities, 3744 to 384c. Countries 
34 to 35c. Kips firm, with late take- 
off cities 2714, countries 24c. New 
York calfskin market closely sold up 
with city skins steady at $4, $5 and $6. 
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CHANDLER’S SHOE NOVELTIES 
Imported Ribbons 
Buckles and Silk, Silk Faced, 
Small Throat Mercerized. 
Ornaments Grosgrains for 
oxford ties. 
Pressed Steels All widths. 
: All colors 
Leather 
Covered Bows 
Buckles Tailored or Fancy 
Styles in Leather 
Metal or Ribbon. 
Jet, Dull Black, All sizes, colors 





White, Oxidized 


and qualities 











Oxford Tubulars 
Laces # Fairy Tip 
silk and e Ae ern . || Best 
mercerized (@MEEELntecmetenan anni Quality 
All Lengths All Colors 
BOSTON Cc. A. BROWNING CO. MASS. 














IN STOCK— 


CUSTOM-MADE LEATHER PUTTEES 





boa 








GENUINE CORDOVAN 
P UTTEE 


Full Leather Lined 
Custom Made from 
Best Selected Stock 


$10.00 per pair 








CORDOVA N COLORED 
COW HIDE P UTTEE 


Full Plump Stock 
Splendid Value 


$6.00 per pair 





0. D. CA NVAS COVERED 
LEAT HER P UTTEE 
Made of Genuine Army 
Duck— RegulationColor 


Spring Style, Full Leather 
Lined 


$3.00 














PARAMOUNT LEATHER _ PRODUCTS CO. 




















sive, saving time in sales effort. 
Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 








if 3-5 WAVERLY PLACE NEW YORK % | 
C — Absolutely Fireproof 
oourn A 
Trolley Ladders LO ee ek 
are simple, efficient, inexpen- 500 ROOMS 400 BATHS 


third 
Prinses ie 


EUROPEAN PLAN 
Room with adjoining bath, $1. wr a $1.50 


From Pennsylvania i Seventh ooaee car south to 
Twenty-third Stree 
one Central, Fourth , car south to Twenty-third 


hadamane | nie, © 
Central 


Room with private bath 
bedroom and bath, $3. 00 and upward 
m, 50c up. 
up. we attached 
7 Reach Hotel Chel 


& Ohio, Jersey 


eading, Baltimore & 
take take Twenty- 


and Lehigh Valley R. R. Statio: 
to Hotel 





take 
WRITE 











Street crossto 
FOR “COLORED MAP "OF NEW YORK 
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Changes in Business 
The Last Week’s Failures, Suspensions and Changes 


Failures 


Lynn, Mass.—Balkan Shoe Mfg. Co., manufac- 
turers of shoes, reported following a disagree- 
ment among the partners, an application a 
few days ago was made for a receiver, and 
the court appointed Philip J. Sandhim and 
Wm. F. Craig, a Lynn attorney, as receivers. 


Auburn, N. Y.—The Keystone Leather and 
Packing Co., manufacturers leather packing, 
reported that the affairs of this concern are 
in a very much extended position, and it is 
further intimated that bankruptcy proceed- 
ings have been in contemplation, although 
several of the creditors have been conferring 
in an effort to save the situation. 


Rochester, N. Y.—Duffy-Powers Co., shoes, 


etc., capital to be increased to $1,000,000. 


Shields, N. D.—Tuntland & Walter, shoes, etc. 


dissolved partnership. 


Toledo, Ohio.—Walkover Shoe Co., has in- 


creased capital from $15,000 to $24,000. 


Holdenville, Okla.—D. G. Lamb, shoes, etc.» 


Liabilities are quoted at about $2,500, and Arnold, Pa.—Arnold Traffic Co., shoes, etc., sold out to P. B. Hicks. 

nominal assets somewhat less. The 5 if reported embarrassed. : , Mechanicsburg, Ohio.—Longbrake & Reece, 

partners were Peter Chipouras, John L. Dubois, Pa.—Abe Zisser, shoes, etc., reported shoes, succeeded by Arthur Longbrake. 

James and Panteles Yianaris. It appears sheriff’s sale advertised for July 10, last. Provid R. 1 . 

that the other partners disagreed with Philadelphia, Pa—M. Zeldin & Son, shoes, "gi ence, R. IW. W. Wightman, Inc.» 

James, and the latter applied for the receiver- reported petitioned into bankruptcy. shoes, Walter W. Wightman, Frederick H- 

ship. The concern had been engaged in Providence, R. I.—Piigrim Shoe Machinery Sherman and Howard H. Sherman, incor- 

business here since January, 1916, upon a Co., reported etitioned into bankruptcy. ee 

very limited scale. The receivers are now Newport News, Va.—The Toggery Shop, Inc., Lawrenceville, Va.—I. B. Fine, shoes, etc., 

endeavoring to get affairs in shape to make shoes, reported embarrassed. sold out. 

some settlement with creditors. Minong, Wis.—Brown & Gilbert (Daylight Barton, Wis.—H. A. Otten & Sons, shoes, etc., 
Danbury, Conn.—I. Meirowitz, shoes, re- Store), shoes, etc., reported offering to sold out. 

ported embarrassed. compromise, Charleston, W. Va.—Banner Clothing Co., 


Atlanta, Ga.—Bickmore Shoe Co., shoes, re- shoes, etc., name changed to Polan’s Styl 
ported petitioned into bankruptcy. Changes Shop. — 
Savannah, Ga.—J. Brown & Son, shoes, etc., Boston.—American Shoe Repairing and Boot Presho, So. Dak.—Clinton Varten, dry d 
reported petitioned into bankruptcy. Black Bi mee i a, etc., recently com- _ and shoes, sold out to Thompson & x " 
Chicago, Ill—Frank Myer (711 West 12th St.), mencee business here. Waverly, Wash.—J. Bellach, dry goods and 
shoes, reported sale of assets to be held fi Lena Bornstein (81 Porter St.), shoes, shoes, sold out to A. G. Ferguson. 
4 led married woman’s certificate. . ; 
July 9. c Bresnahan & Kelleher, Inc., wholesale Hancock, Wis.—W. S. Johnson & Co., dry 
Aubura, on ages ny oe oe ae shoes, name changed to Timothy F. Kelle- goods and shoes, sold out to Oscar Chaimson. 
cgmacaggy rr ete cocal ec , A er, sac. Havana, Cuba.—Vilas & Fernandez, wholesale 
itors liabilities were stated to be about Highgas Shoe Co., shoe manufacturers, ahass. pacantty camameaced Bissine h . 
$190,538 a pe ane ole igeeepasened with authorized capital of Vateuatin ae Rea a vol 
assignees are doing a an to 000. so, e -Nic * 4 
i i i pois tc., sold out to J. Lowenstine & Sons, Inc. 
assets into cash as quickly as possible, and zsverhill, Mass.—Sheynell Prosper & Son, Bowling ‘Green, Ky.Allison, Clothite, Co. 
now. The sale of the plant and equipment Inc., counter manufacturers, incorporated shoes, etc., sold out to Scott Spillman & Co. 
was also under discussion, and a representa- with authorized capital of $50,000. Lake Charles, Ia.—Sol. Reinauer, shoes, etc., 
tive of the International Trust Co., who was F. Archibald, Inc., cut soles, incorporated succeeded by Reinauer Bros., Inc. 
present at the meeting, stated that he wished with capital of $25,000. Collins, la.—N. W. Bogue, dry goods and shoes, 
to go on record to the effect that he would Haverhill Wood Heel Co., manufacturers sold out to Ed. Jones. 
our $25,000 for the plant, equipment, etc. of wood heels, incorporated with capital of Magnolia, Ia.—Vredenburg & Lewis, dry 
Another creditor present said that he had a $25,000. fA eee goad and shoes, succeeded by Fred New- 
page By cdiyaanct pM gap ed Hepler we rated with capital of $3,000. ’ Charlotte, Mich.—George W. McElmurry sold 
ing of F. A. Goddard, of Lynn, Mass.; B. Lynn, Mass.—J. J. Grover’s Sons Co., shoe his dry goods and shoe business to the 
Chase, of the Auburn Savings Bank, and manufacturers, incorporated with capital of on "te pat —- 4 a. , 4 
R. Feakes, of Boston, be appointed to serve $1,000. \ ivia, Minn.—Fran rause, dry goods an 
SU checks gcipaeak abt, oo tke Laghuns Log Angeles, Cal—The Royal Shoe Store, A. GAPS CIS Oe Hason Wright, dry goods 
SEU SES PARE, CQUIP RISERS, Sle inogura & Son, shoes.—We wish to correct ’ ae bea: 
bidder. an erroneous report which app:ared in the er ag? ae og by Wriew & poate 4 
Hagerstown, Md.—Brewer & Myer, shoes, etc., daily report sheet of July 3 of two agencies -s ell, a ays otter, 3d goods an 
_Teported receivers appointed. in sogerd to the sale of this store to B. Forer. Sterling. N Ayes 90 a a sain 
Newark, N. J.—Mrs. Lizzie Traum, shoes, Mr. C. Winogura, of the firm of A. Wino- ter ing, ae urr Mercantile Co. sold out 
reported meeting of creditors called. gura & Son, writes us that while it is true wo cs. simever. sai etiatil ds 
aS dees ages paeaned ine os eee ee stc., succeeded by Oleon & Beck. 
run ot.), shoes, repor , were pending, the deal was called off by “7 ; : 
bankruptcy. 5 A. Winogura & Son, June 28, on account of La ins no Ryals, shoes, etc., 
New York City.—Blasberg & Friedman (93 failure to reach agreement. We make this 2 mang As ° - _ ‘ ‘na 
Pitt St.), reported compromise effected at correction herewith out of courtesy to one ee ee — mith, shoes, succeede 
ath Banger, N. ¥.—Orville Rhoades, shoes SEE ees Seageen Sam New York Gity—-Newman Shoe Co. (127 
* pres aral sitiienad ite reare amdbonng 7 Pensacola, Fla.—Gentry Strickland Co., shoes, Duane St.), wholesale shoes, discontinued. 
7, +. Phil : etc., incorporated with capital of $10,000. oT: : bs 
Cleveland, Ohio.-—Philip Baskin, shoes, etc., Tip-Tite Lace and Braid Co., Inc., manu 
reported petitioned into bankruptcy. Chicago, Ill—B. Cromer (4344 Wentworth facturers of shoe laces, etc., incorporated 
East Liverpool, Ohio. hio Valley Pottery Ave.), shoes, etc., stock to be sold at auction. with capital of $8,000. 
Co. (Jas. C. B. Beatty, Prop.), shoes, etc., Rose Hoffman (Mrs. Ben) (933 S. State Olean, N. Y.—Smith & Seely, Inc., shoes, etc. 
reported petitioned into bankruptcy. St.), shoes, etc., sold out to auctioneers incorporated with capital of $100,000. 


. Standard 
MIRRORS fine felt = ™ 
That Are Practical ) rekon a4 =F: he 
as well as Attractive 


Streit furniture satisfies 
the most critical. Send , oa 
for illustrated catalog. ; — mitted upon 
: request. Ask 
C. F. Streit Mfg. Co. fon Catalog 


1047 Kenner Street . 
Cincinnati Ohio , fandard Felt Company 


West Alhambra California 
New York, Chicago. San Francisco 
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Classified and Opportunities Department 


“Recorder” rates for space: less than one- poate WANTED: Three cents per word for each insertion. 


eighth page per issue: 


SALESMEN WANTED 


Space 1 time 7 times 13 times 


linch..... $4.00 $3.00 $2.75 
2 inch..... 8.00 6.00 5.25 
3 inch..... 12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts 
are too small to open accounts 





July 13, 1918 


sixty cents. For other “Want” ad- 





vertisements, five cents per word for each insertion. Minimum 


26 times 52 times 


$2.50 $2.00 
4.75 4.00 
7.00 6.00 
9.00 8.00 


under letter postage. 


SALESMEN WANTED 


amount accepted, One Dollar. Ads. under this headi 
up to five o'clock Tuesday 
come in care of this office, twelve words must be allowed in each adver- 
tisement for address. When advertisers desire replies forwarded direct 
to their address, each word of the address must 
advertisement and paid for accordingly. Answers to ads. must be sent 


will be received 
P.M. When advertisers desire answers to 


be counted in the 
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LINE WANTED 





WANTED—An experienced shoe salesman, 
one who is not subject to draft. Hart 
Shoe Store, Helena, Ark. 





YY ANTED—Selcsmen for Oklahoma and 
Louisiana to carry as side line on 7 per 
cent quick-selling line of sandals, oxfords, play 
shoes. Address B7, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





SALESMAN to carry an in-stock line of in- 
fants’ and children’s turns; staples and 
novelties. State territories, references. Ad- 
dress B9, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ATTENTION—HIGH-CLASS RETAILER 
—DMaster salesman and turnover man, at 
present head of five-man store, city of 75, 

and NOT dissatisfied, wants—bigger scope and 
more money—position as floor manager, buyer 
or assistant buyer. Doing all T. O. work. Can 
earn any salary in PROFITS of T. O. sales. 
Address B10, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


GALESMEN WANTED—For Illinois, Ohio 
‘) and other territory not as yet covered, to 
carry as a side line on commission basis a short 
specialty line of serviceable children’s shoes, 
barefoot sandals and play oxfords. We make 
the goods and carry same in stock. State age, 
territory covering line you are selling, and 
further particulars. Address Marathon Shoe 
Co., Wausau, Wisconsin. 


WVANTED— ‘Salesman for line of specialties 
for the shoe trade. Man with road ex- 
perience preferred. Salary and commission. 
Territory Central West or Eastern states. 
Address “‘Manufacturer,” care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














GALESMEN WANTED—Manufacturer of 
) men’s and boys’ work shoes will consider 
applications for traveling positions in the fol- 
lowing states: Pennsylvania, North Dakota, 
South Dakota, Indiana, Kansas, Nebraska, 
Colorado and Wyoming. In answering this 
advertisement, please state experience and 
qualifications. Side-line salesmen not desired. 
Address B12, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





ETAIL SHOE SALESMAN WANTED— 

One who understands the business and can 
give first-class references. By high-class shoe 
store in vicinity of Boston. Good opening for 
the right man. Address B14, care Boot and 
Shoe Recorder 207, South St., Boston, Mz3a. 


W: ANTED—Salesmen to carry a Rochester 
line of good McKay sewed growing girls’, 

misses’ and children’s shoes as side line. Will 
pay six per cent commission. State territory 
and give reference. Address A2123, care Boot 
and Shoe Recorder, 207 South St., Boston, 


ass. 








WANTED 


Salesman for the Cotero Tongue Pad 
as a side line. Easiest selling proposi- 
tion on the market. Big commissions. 
Pocket Sampie line. rite today. 


COTERO CUSHION MFG. CO. 


Burr Bldg., Scranton, Pa. 











GREAT OPPORTUNITY for live-wire sales- 
man. Several states in South and West 
opened for high-grade line of children’s play 
shoes and slippers. Also big stock proposition. 
Liberal commission. Commission basis only. 
Can be carried as side line. Hustlers should 
make at least $3,000 a year and over as side 
line. State territory covered, etc. Confiden- 
tial. Address K64, care Boot and Shoe Re- 
corder, 127 Duane St. ..» New York. 


COMMISSION basis only. Iowa, Kansas, 
Nebraska, Colorado, Utah, Minnesota, 
Mississippi and Alabama Specialty line— 
men’s dress welts. Ogden Shoe Co., Milwau- 
kee, Wis. 








SALESMEN WANTED 


SALESMEN WANTED — Experienced 
men, with established trade, to carry 
an in-stock line of extra value boys’ 
shoes in several Middle Western terri- 
tories. Commission oie. Address in 











confidence giving d ° 
+ ed ones COMPANY, 
Lowell Mass. 








HELP WANTED 








Wanted—An Al stitching room 
machinust for factory making 
women’s fine shoes. Steady work 
the year round. Best wages paid. 
Excellent opportunity for first- 
class man. None other need 
apply. Address Sherwood Shoe 
o., Rochester, N. Y. 














LINE WANTED 





WANTED—Line of medium-priced wom- 
en’s turns and light McKays for Texas, 
Oklahoma and Eastern Mexico; also line of 
infants’, children’s, misses’ and growing girls’ 
turns and McKays, medium priced. Can sat- 
isfy manufacturer as to my experience. Ad- 
dress B11, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GPECIALTY RUBBER SALESMEN—Con- 
petent shoe man, experienced wholesale and 
retail salesman, now engaged in retail shoe 
business, wishes to devote part of time to well- 
known line of rubbers. Prefer territory in 
western New York. Address B13, care Boot 
soe Shoe Recorder, 207 South St., Boston, 
Mass. 


A LINE WANTED—A medium-grade line 
of ladies’ footwear for next season. Am 
familiar with the trade from Ohio west to Den- 
ver, including Chicago and the northwest. 
Also acquainted with trade in West Virginia, 
Pennsylvania and New York. Am open to a 
substantial proposition. Address B5, care 
Boot and Shoe Recorder, 207 South St., Boston, 








ass. 


XPERIENCED shoe man wants strong 

line of woman’s shoes for the South and 
West. At present employed as manager of 
shoe department. Twenty years of successful 
experience. Age 45. arried; habits tem- 
perate. Address B8, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


INE WANTED—Wanted line of ladies’ 

welts and McKays or turns for Chicago 
and vicinity. Established trade. Address 
B14, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, III. 











PARTNER WANTED 


ARTNER WANTED, or a shoe manufac- 

turer to make this line. I have a new pat- 
ented shoe—boys’, youths’, misses’ and chil- 
dren’s. The best opportunity in the shoe busi- 
ness. I can make these shoes much cheaper 
th an others, as I can use stock in a way others 
cannot. I have samples all made for inspection, 
of several kinds; also have parties that will 
take all I can make at a big profit. These shoes 
can be made on any good lasts. I am a prac- 
tical shoe man. ‘Treated confidentially. Ad- 
dress A2130, care Boot and Shoe_Recorder, 207 
South St., Boston, Mass. 











FOR SALE 


FOR SALE—Shoe store in Maine city of 
25,000 people; did $18,000 last year. Best 
location, new stoc ern fixtures. Stock 
reduced to $2,000. Must sell at once. Reason, 
drafted. Wonderful opportunity. Address 
Bl, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 











FOR EXCHANGE 


WANT to trade‘ my 40-acre Indiana farm 
and this year’s crops — are fine) for 
a good shoe store. This farm is worth $125 
per acre, and will pay the difference in cash if 
stock is larger than what the farm runs at. 
Would consider any stock from six to twelve 
thousand dollars. Address Ernest Smelser, 
147 N. Illinois St., Indianapolis, Ind. 











FOR LEASE 


GPACE TO LEASE—25x140, most beautiful 

fixtures, for Reokul’ of women’s and chil- 
dren’s shoes. eokuk’s largest department 
store. Best location in the city. Proven for 
many years. Address N. S. Lowitz, Keokuk, 
owa. 
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WANTED TO PURCHASE 


MISCELLANEOUS 





WANTED AT ONCE FOR CASH—High- 
est cash price paid for your shoe stock. 
If you want to sell, drop me a line, giving 
full eotme 7 Ww. Jones, 215% Main St., 
Hackensack, . 


We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts 
NO QUANTITY TOO LARGE 

We also purehase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 





Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
520-522 Broadway, New York 


Phone Spring 6680 
We also purchase clothing, 
hats, furnishing goods, etc. 











“FISHER” 


Trade Mark 
Reg. U. S. 
Pat. Off. 
HEEL and 
COUNTER 
SUPPORT 

A Help to 

Weak Ankles 
Prevents the Counters of Boots and 
Shoes from Running Over. Easily Ap- 
plied. No Repair Department should 
be without them. 


Without With 


The New Improved 


oh Age 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 
damagin the, shoe. Range of 
sizes: isses’ 13 to men’s 12. 
Shoes can be stretched either 
across the base end or of tip to 
ive greater height or width to 
x. $2.00 each. 


F. W. WHITCHER CO. 











Reece’s Rocker Bottom Wood Sole Shoes 


ou Grain Uppers, 


High Grade 
Wooden Sole 
Footwear 
Full Ball 
Perfect 


uaranteed Counters 


Shoes, as above 
High Lace Shoes 


Boots, fourteen inch 


$1.45 ws ot 80 
-00to 3.00 
2.75 to 3.60 


Send for Catalogue 


REECE SHOE CO. - COLUMBUS, NEB. 








Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity 


Too Large. Short 


Leases Taken 


GLOBE 


MDSE. CO. 


Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 


Merchandise of All Kinds Purchased 
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Boot and Shoe Recorder 


OFFICES IN 
seoce ron Bg sa 224 Moraine St., 
1, Manager. Telephone 507. 
CHICAGO SRrICE. 189 West Madison St. 
Telephone Franklin 5073. B. C. Bowen, 


Manager. 
ST. LOUIS OFFICE: 1627 Locust St. B.C. 


Bowen, Manager. 

NEW YORK OFFICE: Room 97, Graham 
Bldg., = Duane St. H. Mn a Scott, 
Manage Telephone 959 Worth. 

— ELPHIA OFFICE: 929 Chestnut 

H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Com- 
merce Rooms, Haverhill National Bank 
Bldg. Geo. W. R. Hill, Manager. 

ROCHESTER OFFICE: 16 State St. Rob- 
—- A Woodruff, Manager. Telephone 

CINCINNATI a 604 First National 
Bank Bldg. C. Bowen, Manager. 

Telephone Main F509. 

LYNN OFFICE: Fred A. a 

sas, brad OFFICE: B. C. Bowen, 


FOREION DEPT.: 207 South St., Boston, 
Mass., Alex R. Zoccola, Director. 

Paris Office: 66 bis Rue Saint Didier, George 
E. Light, Manager. 

London Office: John C. Curtis, Manager, 
Mansion House Chambers, London, E. C. 

Australian Office: Cromwell Building, Mel- 
bourne, Wm. H. Elsum, Manager. 

Argentine Office: Elias N. Rocca, qo 


150, Buenos Aires. 
h Office: io de Miguel, 20 Fuen- 
-earral, Madrid. 
Cuban Office: S. Vidal Vidal anny, 
P. O. Box 148, Santiago de Cu 
Brazil: Leon Combacau, Ouvidor 71, Rio 
de Janeiro. 
Japanese Office: Yokohama, J, F. Wagen, 
anager. 
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Every Shoe Store Needs 
a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED 


MH dab AH INV 
yaHIAIH 


i attiae 


Frank W. 


JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


‘“Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

“MANCHESTER” 


curve jaw when order- 
ing. 

Write us direct if 
your dealer cannot sup- 
ply you. 


Price, $3.50 
Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. 323.325 


o Branch 
. Lake St. 


Chica; 


HARPER’S SPECIAL SALES ARE 
BREAKING THE RECORD FOR 
RESULTS 


PROFITABLE SERVICE rendered to 
Retail Merchants, sixteen years con- 
ducting Trade Building, Stock Reduc- 
tion and Complete Closing Out, Ad- 
vertising, Special Sale Rea 
with a record of having sold stocks 
netting more than 100 cents on the 
dollar. Are you interested? For par- 
ticulars mention size of stock and ob- 
ject of sale. C. N. HARPER & CO., 
Inc., Marquette Building, Chicago, Ill. 








Honor Your Boys in 
Service 

HONOR ROLLS AND SERVICE FLAGS 

for Lodges, Churches, Factories, Offi- 


ces, any size and best. A, Art Press, 
Orange, Mass. 
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=== 100,000 
eas Milbradt 
Ladders 


Now in Use 


Milbradt Rolling 
Step Ladders are be- 
ing used throughout 
= the country. They 
i are real time and 
money savers and 
are noiseless. 
i Shipped subject to 
approval and satis- 
i faction guaranteed. 
Write for catalog show- 
ing Milbradt dders 
suiled for every kind of 

e shelving. 


Milbradt Mfg. 
Company 


2410 N. 10th Street 
St. Louis, Mo. 
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THE RECORDER CREED: 


Getting More Shoes Sold Right: not only “more” but “right’’; sold for the right purpose, to the right 
wearer, in the right fitting, for the right _— at the right profit. This is the great problem of the retail 


shoe merchants. The chief purpose of t 
basic problem upon which depends the progress of the entire allied industries relating to shoes and 


leather; their production and distribution 
Annual subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. 
Member of Associated Business Papers, Inc. Member of the Root <BNp> Newspaper Ass’n Member of Audit Bureau of Circulations 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
Entered at the Post Office, Boston, Mass., as second-class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S.A. 


“‘Boot and Shoe Recorder” 








WHERE T O BUY | 
i 2 4 
BOOTS AND SHOES Roberts, Johnson & Rand Shoe Co., St. 
Bancroft, Walker Co., Haverhill, Mass... 15 mene a: ae a ote! ‘_* — en 
Bates, A. J., Co., Webster, Mass........ 32 Smith, Wm. Sumner, Chicago........... 45 
ieeitaley. pits TUN. 6. a 0.0:4:0.05.6 60:08 41 Solo Shoe hoy ee ae a ‘ S 


Brown Shoe Co., St. Louis, Mo... Front Cover 
Carter, J. W., & Co., Chicago, IIl., and 
Oe rrr errr 
Chippewa Shoe Mfg. Co., Chippewa, Wis. 13 
Clark, James, Leather Co., St. Louis, Mo. 


Front Cover 


Cotter Shoe Co., Lynn, Mass........... 40 
Cushman & Co., W. C., Boston......... 40 
Diamond Shoe Co., New York City..... 11 


Dittmann Shoe Co., St. Louis, Mo. 
Front Cover 


Edmonds Shoe Co., Milwaukee, Wis... .. 3 
Edwards Co., J., Philadelphia...... 4th Cover 
Ellis, Eddy Co., Haverhill, Mass........ 18 


Friedman-Shelby Shoe Co., St. Louis, Mo. 


‘ront Cover 


Green, Daniel, Felt Shoe Co., Boston.... 13 
Harney Shoe Co., P. J., Lynn, Mass..... 40 
Holmes, W. T., Co., Philadelphia........ 15 


Ideal Vogue Shoe Co., Haverhill, Mass... 41 


Johansen Bros. Shoe Co., St. Louis, Mo. 
Front Cover 


Johnson, Stephens, Shinkle Shoe Co., St. 

Dh Ci. ¢cxsneandedeneenas ‘ront Cover 
Johnston & Murphy, Newark, N. J...... 42 
Kalt-Zimmers Mfg. Co., Milwaukee, Wis. 13 
Keith, Preston B., Shoe Co., Brockton, 

Ns <cnx wade anon kine aha eae eae 
King, Mrs. A. R., Philadelphia...... 2d Cover 
Kleine, Henry, & Co., Chicago.......... 41 
Kreider, A. S., Co., St. Louis, Mo. 


Front Cover 


me gS ee errr aa 40 
Lilly, Henry, New York City....... <eae 
Lindner Shoe Co., Carlisle, Pa.......... 9 


Lund-Mauldin Shoe Co., St. Louis, Mo. 
ront Cover 


Malbon Shoe Co., Haverhill, Mass...... 13 
Mayer, F., Boot & Shoe Co., Milwaukee, 
Ww hi noon tcd ec ebe Sie Cake Obet6 OCR ECS 6 


McElroy-Sloan Shoe Co., St. Louis, Mo. 


Front Cover 


Mitchell-Caunt Co., Lynn, Mass sace) 
Monitor Shoe Co., New York City...... 41 
Nettleton Co., A. E., Syracuse, N. Y.... 42 
Nu Baby Shoe Co., E. Lynn, Mass...... 41 
Paff Shoe Company, Alexandria, Va..... 41 
Parker-Holmes & Co., Boston........... 1 


Peters Shoe Co .,St. Louis, Mo. . . Front Cov er 
Powell & Campbell, New York City 

Racine Shoe Mfg. Co., Racine, Wis. .3d Cove: er 
Reece Shoe Co.., Columbus, Neb 7a 
Rhein Shoe Co., St. Louis, Mo..... . 40 
Rice & Hutchins, Inc., Boston ~ 


Stetson Shoe Co., The, So. Weymouth, 


Misi seleden neeesdenpaaeanecrees 
Stylo Shoe Co., St. Louis, Mo.......... 41 
Thompson-Crooker Shoe Co., Boston..... 21 
Timson Bros., Inc., Boston............. 40 
Tober-Saifer Shoe Co., St. Louis, Mo. 40 


United States Rubber ce. New York City 46 
Victor Shoe Co., Salem, Re ais 19 
Vinsonhaler Shoe Co., St. — * Mo. 

Front Cover—40 


LEATHER AND OTHER MATERIALS 


Agoos, S. L., Tanning Co., Boston....... 43 
Beggs & Cobb, Inc., Boston............ 43 
Creese & Cook Co., Danversport, Mass.. 43 
Sy CN, Rs a ove cbdambedannese 43 
ee ee ee eee eee 43 
Levor, G., & Co., Inc., Gloversville, N. Y. 4 
Paramount Leather Products Corp., New 
EE I ann 0 odin Se eke hauncemeaan<d 52 
Standard Kid Mfg. Co., Boston......... 1743 


FINDINGS AND SHOE STORE SUPPLIES 


B. H. K. Mfg. Co., New York City....... 45 
Browning, C. A., Co., Boston........... 52 
Coburn Trolley Track Co., Holyoke, Mass. 52 


Dudley & Co., D. T., Haverhill, Mass.... 45 
Emery & Beers Co., Inc., New York City 7 
— Shoe Findings Corp., New York 


RT OT DM) A Aree ee 15 
Guatnis Tire & Rubber Co., Akron, Ohio 

10-49 

Gordon Mfg. Co., Providence, R. I...... 42 


J & B. Sales Co., Worcester, Mass...... 45 
aing, Harrar & Chamberlin, Philadelphia 13 
Lyons & Co., Hugh, Lansing, Mich...... 48 
Milbradt Mfg. Co., St. Louis, Mo....... 55 
Nathan Novelty Mfg. Co., New York City 13 
~~ Hide Rubber Mfg. Co., East Brady, 
ee Tere ere ee Te Per eee 8 
Streit, C. F., nie Co., Cincinnati, Ohio.. 53 
Whitcher, F. W ~ = ~ Saer. 18-55 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 

American Shoe Polish Co., Chicago....... 

Columbus Polish Mfg. Co., New York sa: 42 

Griffin Mfg. Co., Inc., New York City... .5-42 

New York Dyeing Co., New York C City. 13 

Pickering, Joseph, & Sons, Ltd., Sheffield, 


pO REE Tey Deep ye rrr? 16 
Radium Dye Co., Inc., Kansas City, Mo. 15 
United Shoe Machinery Corp., Boston... 2 
United Shoe eo Machine Co. , Boston 12 
Wade & Co., Haverhill, Mass..... 15 
Whittemore Flag Corp., = ae 18 


WINDOW DECORATIONS 


Doty & Scrimgeour Sales Co., Inc., New 
f° Lo reer Feet oi 13 


is to help solve it; for this is the 


Foreign, $7.50 


enon amend be sas aA in the interest of the shoe 
and manufacturer by the 





BOOT AND SHOE RECORDER PUB. CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. es Treas. and Gen’? 


GEORGE W. R. HILL, Ist Vice-President 
WALTER C. TAYLOR, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont Street 
ARTHUR D. ANDERSON, Editor 

WALTER C. TAYLOR 
GEORGE E. B. PUTNAM 
E. C. LOGAN 
HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTICE 


sea my ION—The subscription price of 

he Boot and Shoe Recorder is $3.50 a 

year in advance, which includes postage 

in the United States, Cuba, Hawaiian 

Islands, Philippine Islands and Mexico. 

The price for Canada is $5.00 a year, in- 
cluding postage. 

FOREIGN SUBSCRIPTION—The price to 
all foreign countries except the above is 
$7.50 per year, including postage. 

All subscriptions are payable in ad- 
vance. 

ADVERTISING RATES—Card of Adver- 
tising rates furnished on application. For 
rates for Wants, for Sales, etc., see Want 
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DAINTY SLIPPERS AND PUMPS ARE 
THE HEART OF THE SHOE TRADE THIS 
SEASON. THERE IS CLOSE HARMONY 
BETWEEN FOX FOOTERY, FOX PRICES 
AND FEMININE APPRECIATION. 


VYING IN RANGE OF CONCEPTIONS 
AND VARIETY OF STYES WITH THE 
MORE EXPENSIVE LINES, FOX FOOT- 
ERY FAR OUTSTRIPS THEM IN ITS 
SUITABILITY TO MEET PRESENT DAY 
ECCNOMIC CONDITIONS. 


THEY ARE WITHIN THE RANGE OF THE 
WELL DRESSED THOUGH MCDERATELY 
PURSED WOMAN WHOSE NUMBERIS 
LEGION, WHOSE DEMANDS CONSTI- 
TUTE THE LION SHARE OF YOUR 
TRADE. : 


EVERY CURRENT FANCY, EVERY NOVEL 
LAST IN SHOE FASHION IS TO BE HAD 
IN FOX FOOTERY- THEIR INFINITE 
VARIETY NOT ONLY LEAD BUT ANTIC- 
IPATE EVERY TREND IN FASHION 
AND ADD A VITAL STIMULUS AND 
VOLUME TO YOUR SALES. 


MADE WITH TURN SOLES AND CLEVER- 
LY DESIGNED THEY GIVE SLENDER 
LINES WHICH FLATTER THE WEARER 
AND ADD A TINGE OF LEGITIMATE 
PRIDE TO THEIR POSSESSION. 


CHAS. K. FOX, Inc. 


Haverhill — Mass. 


CHICAGO: Great Northern Bidg. 
BOSTON: 54 Lincoln Street 


NEW YORK: Marbridge Bidg., 
Broadway and 34th St., 
Room 632 
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We have 
many calls 
for this 
shoe. Is it 


* 
Cordovan plain Bae ees Officers’ shoe on {in yo ur 


Swagger Last. A wide, 7-11. B, C, D wide, 6-11. 
PRICE $6.75 NET 


CARRIED IN STOCK stock ? 





IMPORTANT 
NOTICE 


All our shoes will be made according 
to suggestions and recommenda- 
tions of the War Industries Board. 




















THE DALTON COMPANY, Ine. 


Makers of Honest Value Shoes 
BROCKTON, MASSACHUSETTS 


CHICAGO: 1415 Great Northern Building NEW YORK: 651 Marbridge Building 


BOSTON OFFICE, 183 ESSEX STREET, R. 405 
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|} PATENT 
KID 


GUARANTEED SELECTIONS 


Kid Leather that Lives 
Up to Its Name 


STANDARD 


We want you to look for the best 
results if you’re using STANDARD 
KID whether as a manufacturer or 
a retailer. 


For we have al- 
ways made 
STANDARD 
KID according 
to the highest 
standards, selecting it carefully 
in both raw state and finished 
product—dyeing it clear through 
with pure Aniline Dyes—never cov- 
ering it with a “doped” finish. 


TANDARDKID 


TRUE TO ITS NAME 
‘IT'S STANDARDIZED. 


In these days when the use of 
standardized materials is more 
necessary than ever, it behooves 
every maker 
and seller of 
shoes to select 
and specify 
STAN DARD- 
IZED leathers. 


If it’s kid shoes you’re making or 
ordering, especially colored kid— 
you’ll be safe in specifying 
STANDARD KID. 


Standard Kid Mfg. Co. 


MANUFACTURERS OF 
Black, Colored and Patent Glazed Kid 


207 South Street Me 


Boston, Mass., U. S. A. 


Factories at Wilmington, Del. 


Chas. A. Brady, 
Rochester, N. Y. 


Geo. A. McGew, 
Chicago, Ii. 
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F. W. Bailey 
& Co., 
St. Louis, 
Mo. 
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ACTUALLY WASHABLE 


REAL CHROME TANNED 


THE WHITEST WHITE 


LEVOR GRAIN KID 


MADE OF CABRETTA SHINS 


I v- REMAINS WHITE -~) 
ASK YOUR NEIGHBORS 


CAE AYO) fo Ol Oa Tor 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST. LOUIS: LEATHER EXCHANGE BLDG. BOSTON: 145 SOUTH ST. 
JOHNSON, STEPHENS & PAT TON LEATHER CO. THE G.LEVOR COMPANY 





WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


WE HAVE THE MACHINE 








The illustrations above show but a few of the big range of mae 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed te 
have you ask any of them about us or our machines. . 


Write us today for a catalog. 


ea SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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The new way 


A man should not do the work a 
machine will do for him 


A merchant, with all his troubles, 
should never do the work that a 
machine does better and quicker. 


Our newest model National Cash 
Register makes the records which a 
merchant needs to control his business. 
It does fifteen necessary things in three 
seconds. 


Without the register a man cannot do 
these things in half an hour. 


With the register, even a new clerk © 
can do them just by pressing the keys. 


Our new electric machines are as much 
better than old machines as an up-to- 
date harvester is ahead of a sickle for 


The latest model National Cash Register 
is a great help to merchants and clerks. 


It pays for itself out of what it saves. 


Merchants need National Cash Registers now more than ever before 


wesciemeemstraravenesserensseeseseeeeere= FILL QUT THE COUPON AND MAIL TODAY 





Dept. 19205, The National Cash Register Company, Dayton, Ohio. 
Please give me full particulars about the up-to-date N. C. R. System for my kind of business. 


Name 





Business 





Lddress. 
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“The Shoe’s 





“Mighty 
Good Leather Appearance Is 
For a Shoe One Big Factor 





at It’s Price!’’ 


199 


in Selling 




















Try 





Carter’s 
Co-operation 





FINE DRESS WELTS-- MADE IN 
CHICAGO -- READY TO SHIP 


Stock Style Number 705. Men’s Gun 
Metal Blucher, Optimist Last, Single Leather 
Sole, Leather Counters, Full Size Tongues 
Fleece Lined, Light Tan Leather Top Facing, 
Mat Calf Topping, ‘“‘Apex” brand, made by 
Hiteman Bros. Leather Co. In stock, B, C, D 
widths. Price, $4.15 less 5% 


MacDonald & Kiley 

Super-Fitting Lasts 

This One ‘‘Optimist”’ 
No. 705 





J. W. Carter Chicago Company, Chicago, Illinois 
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Business Advances Are 
Made Like Military 
Drives — 


A general chooses a point of attack, concentrates his forces along that 
line, and then pushes ahead. He has opposition to overcome and he 
doesn’t try to do it with scattered strength. 


You know the job you’re up against now—trying to increase your sales in 
spite of the fact that the high cost of merchandise and labor makes it 
necessary for you to either invest more capital or cut down your stock. 
Don’t try to do this job by methods that have proved worthless. There 
is One winning way to meet this new condition. 


Concentrate your buying. If you are buying your women’s shoes, for 
instance, from six or four or even two or three lines, you are almost sure 
to be buying duplicate models, unnecessary items. And that is wasting 
money. Your stock-keeping and book-keeping work is much harder than 
it need be. Besides your purchases here and there obligate no one of 
your manufacturers to give you that service preference which you ought 


to have. 


Don’t concentrate on a line of shoes, however, that will limit your selec- 
tion. Make sure that the line will take care of your every need. 


The Red Cross Shoe we truly believe, is the best choice. It is remarkably 
complete in its range of models and prices. It has a national standing, is 
known everywhere as the stylish, comfortable shoe. Can’t you see how 
perfectly it fits the demands of today’s trade, how it overcomes buying 
apathy and selling competition? Concentration on this shoe would take 
you out of the predicament in which many shoe retailers are finding them- 
selves today; it would bring you increased business and increased profit. 
You could push ahead with it to a sure victory. 


If there is no Accredited Agency for the Red Cross Shoe in your town, 
write direct to us today. This will not obligate you. It will tell us that 
you are among those who must be visited before the coming selling season 
—and we’ll appreciate it. Address 


The Krohn-Fechheimer Co. 


619 Dandridge Street .°. Cincinnati, Ohio 





co. Umeruca_—TODAY! 


Model No. 535— 
A stylish black kid 
boot on the com- 
bination last. 





Model No. 531— 
Our Pompeii pat- 
tern, with buck top 
to match, either 
field-mouse or gray 
kid vamp. 








These are some 
of the models 
chosen by Red 
Cross Shoe 
Accredited 
Agencies for the 
coming season’s 
selling. 


They are being 
featured in our 
advertisements 
in national mag- 
azines read by 
nearly every 
woman in each 
dealer’s commu- 
nity. 








Model No. 533— 
Fashioned of gol- 
den brown kid in 
studied simplicity. 


Model No. 532— 
This trim, sensible 
model comes in ma- 
hogany or dark tan 
calf. 


Model No. 540— Blending 
the lovely browns, its vamp 
is dark tan calf; the top is 
field-mouse kid. 


“Bends with your foet”’ 


Trade Mark 
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ENERALLY speaking people 

have come to understand that 
advertised merchandise has to 
have merit behind it. 


And where they find their old- 
time hosiery favorite 





“Onyx” @ Hosiery 





on sale, then instinct advises them 
to expect corresponding quality 
all the way through the store. 


Emery & Beers Company, Inc. 


Sole Owners of “Onyz’’ Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


PHILADELPHIA OFFICE BOSTON OFFICE CHICAGO OFFICE 
1033 Chestnut Street 31 Bedford Street The Lytton Bldg. 
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when they are made 
right--give universal 
satisfaction. 
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And—the right way to make 
them is to use the 
‘6G 
Bocess” 
Semeo lemeo Poor 

We have been using this 
process on all our turns for more 
than two years and we are 
pleased to say that our custom- 
ers are delighted with our 
product. 

With the use of this process 
we are enabled to use a dry 
moulded counter---this creates a 
perfect heel seat, eliminates all 
fullness in the linings and causes 
the shoe to fit perfectly. 


HELMING-MSKENZIE 


CINCINNATI 
Welts and Turns Exclusively 
76 retail from * 522 up, 





Tell Your Customer Hs An 





are stylish-very stylish 
Special Serce for 
Quick Delivery. 


SHot. ° i 


And The Sale is Half Made 
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Description of shoe illustrated: 
K367—Boys’ “‘Buster Brown” Gun Metal 


Blucher, single sole, medium heel, welt, 

Cadet Last, E width, sizes 1-6. . " 

Same in E width, sizes 8-134, Foot Form 
$3.00 





Guiding Aright 


ACH step in the growth 

of the boy’s or girl’s foot 
should be carefully watched 
to see that the proper shoes 
encase the feet—shoes that will cor- 
rect any weaknesses or tendencies 
toward deformities—shoes that will 
guide the feet along Nature’s per- 
fect lines. 


Buster Brown SHOES 


For Boys— For Girls 






because of the famous Brown Shaping 
Lasts over which they are made, do train 
the growing feet as Nature intended 
they should grow. 


BWyowr Daoe Gowan, 


Manufacturers St. Louis, U. S. A. 
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“[)unicipal Theatre =F 
: August 6, 7, 13, 14, 20, 21 


- -A Portrayal of the Season’s Authentic Fashions 
in Ready - to- Wear— Millinery — Shoes 








\ 
f 
, 

& 


aia deanna 


ee 





14 


BOOT AND SHOE RECORDER July 20, 1918 














SHEEPSKIN 
BOOTS and 
MOCCASINS 












No. 981 





No. 994 


Stock Up Now «(il 





—Save Money 


Remember the severe winter last year? 

Bigger demand for sheepskin boots and moccasins than 
merchants could supply! 

Be prepared this season! Buy now for future delivery! 
Stores located in ship camps, industrial centers, etc., are going 
to enjoy large profits from the sale of these sheepskins. 

(Weare the largest manufacturers of Sheepskin Footwear in 
the country. Immediate shipments NOW.) 


No. 975—Sheep-lined Boot. Sheep-lined throughout, full and slip oak sole. 

No. 981—14-inch Sheepskin Boot. Leather sole and heel. 

No. 983—9-inch Sheepskin Boot. Leather sole and heel. 

No. 990—6-inch Sheepskin Moccasin. Sheepskin sole, five eyelets, laced. 

No. 991—Lady Turned Cuffed Sheepskin Moccasin. Sheepskin sole, reinforced with 
brown split leather, one eyelet, ribboned. 

No. 992—Lady Turned Cuffed Sheepskin Moccasin. Sheepskin sole, one eyelet, ribboned. 

No. 993—Men Turned Cuffed Sheepskin Moccasin. Sheepskin sole, reinforced with brown 
split leather, no eyelets. 

No. 994—Men Turned Cuffed Sheepskin Moccasin. Sheepskin sole, no eyelets. 

No. 995—6-inch Sheepskin M Sheepskin sole, reinforced with brown split leather, 
five eyelets, laced 

No. 996—4-inch Sheepskin Moccasin. Sheepskin sole, four pieced, two eyelets, laced. 

No. 997—3-inch Sheepskin Slipper. Sheepskin sole, no eyelets. 

No. 998—10-inch Sheepskin Moccasin. Sheepskin sole, eight eyelets, laced. { 

No. 999—10-inch Sheepskin Moccasin. Sheepskin sole reinforced with brown split leather, 
eight eyelets, laced. 








Send for Samples and Prices 


ATHLETIC SHOE CO. 


1427-1443 Carroll Ave., Chicago 


Managers New York Office: More & Simon, 258 Broadway 


“Whatever the Sport We Make the Shoe” 
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OR over 18 years the name “Firestone” 

on rubber has borne the same mean- 

ing, as “Sterling,” on silver. It is the hall- 
mark of quality. . 


It has lon’, been a word of honor on tires, 
a pledge of excellence. And now it be- 
comes the distinguishin3, mark of the best 
. ° 
Cail ihiaiaataaitinaitis rubber heels that America’s most skillful 
and Flanged Outer Ege rubber experts can produce. 


resione 


Non-Skid Rubber Heels 


do not slip on wet pavements. Owin3, to 
the peculiar shape of the Non-Skid indenta- 
tions, they will not fill up with mud. The 
easy air-cushion chamber increases resil- 
iency over ordinary rubber heels. Less . 
cementing, is required, as the nails draw 
the flanged outer edges of the heels up 
snug, forming, a perfect fit. 




















Your repair department will appreciate 
the easyapplication of Firestone Non-Skid 
Rubber Heels. And your customers will 
appreciate their non-slipping, lonzer wear- 
ing, qualities. Ask for details and prices. 


ie 2 ~~ ame FIRESTONE TIRE & RUBBER COMPANY 
, FIRESTONE PARK AKRON, OHIO 
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GRIFFIN MFG. co. 


60 ™UPRRay ¢ 
NEW YORK USA y 





LOTION CREAM in 
light tan and dark brown, 
black and white. Softens, 
polishes and cleans high 
grade tan and brown and 
black leather boots and 
shoes. It is 
puttees, too. 8 oz. (25- 
cent size) $20.00 gross, 
$1.75 per dozen. Half 
pint 30 cents each, $3.00 
per dozen. Pint 50 cents, 
quart 90 cents, half gal- 
lon $1.60 and _  galion 
$3.00. 
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SUACE Kip SHOES 
] 


SOFTENS THE LEATHER 
AFTER THE RAIN’ 
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FOR 





CLEANERS 
DRESSINGS 


PRESENT-DAY 
SHOES 


OF COURSE 














WHITE CLEANER 








e 


ARE 





CLEANS AND WHITENS EQUAL TON 
NUBUCK BUCKSKIN, SUEDE.C ANVAS, LINEN, 
YACHTING, TENNIS AND NAPPV b EAIHER SHOES. 

DOES NOT COVERTHE DIRT OVER,BUT CLEANS. 
GUARANTEED NOT TO STIFFENOR 


HARDEN THE LEATHER OR CANVAS. 


WHITE OULL KID 
Wwe RECOMmm 


FoR write DoE RIO 
RIFFIN WHITE KIDINE 
GRIF FIN MF G.CO,” 
tren 








GRIFFIN 


SEASONABLE, SALABLE AND PROFITABLE— 
AND—THEY ARE SURE TO PLEASE YOUR 


CUSTOMERS. 


GLACE KID 
CREAM in black, 
light and dark 
gray, brown, 
champagne, ivory 
and white. Cleans, 
colors and polishes 
all glazed kid 
leathers. This 
cream is to the 
leather what cold 
cream is to the 
skin. 3 oz. (25- 
cent size) $20.00 
gross, $1.75 dozen. 








WHITE KIDINE, a 
thorough white cleaner 
for white kid and calf 
shoes, white gloves and 
belts. Leaves leather soft 
and pliable, and is not 
inflammable. Supplied in 
two sizes. Small (15-cent 
size) $13.80 per gross, 
$1.20 per dozen; large 
(25-cent size) $21.00 per 
gross, $1.80 per dozen. 


= GRIFFIN: 


BUCK WHITE 

CLEANER 
A thorough white 
buckskin and can- 
vas cleaner, not a 
whitewash. Will 
renovate equal to 
new. 15c size $1.20 
dozen, $13.80 
gross, 25c¢ size 
$1.80 dozen, $20.50 
gross. 25c size in 
neck box. 
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Children’s Patent Leather Turn Button of Best 
rade, 1 to 5 
No Heel. . . -$1.25 4 to 8 Wedge... .. .$1.50 


Tan Glazed Kid Button, Plain Toe 
7586—4 to 8, Wedge 587-1 to 5, No 


7 
PU vit0.ccisewes $1.60 SEO, ... occ ccs GRBS 


Der Glazed Kid Pony Cut Lace 


8 
Di. gate 2 | RE Ie eres ie he 2.75 
br alg DN dlp it66.5 50d athens 3.00.50 4p see eens 3.15 
8643— 2% 3.85 


Gun Metal, Dull Top 




















- We can now supply the 


Mary Jane sandal, shown 
below, from our stock of 
new goods right from the 
factory. They are on our 
shelves for shipment at a 
moment’s notice. 


The demand for the other 
two numbers shown has 
been so very heavy that 
we are able to take orders 
for deliveries between Sep- 
tember Ist and 15th. 


WEIMER - WRIGHT 


& WATKIN CO. 


PHILADELPHIA 


DISTRIBUTING HOUSE 
35 S. 2ND STREET 


FACTORY 
12 TO 70 E. ALLEN STREET 


Mary Jane Sandal in Patent Leather and Gun Metal McKay 


mou 


FO Tr SE es “= Same in Turn, both Patent_Lea' 
and Gun Metal. 1 to5........ =. ro 


ther 
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Experience---the greatest of all assets 


1S BACK OF 


GALLUN QUALITY 
LEATHERS 


VIKING CALF 


A Winter leather that for years has been favorably 
known by the best shoe manufacturers and the best 
merchants as a leather particularly adapted for Fall 
and Winter shoes. Strong, weather-resisting, pliable, 
Viking calf makes friends with the men who use it. 


AZTEC CALF 


A leather tanned in such a way that the natural 
pores of the hide are left open, with the result that 
a superior Summer leather is produced—a summer 
leather that keeps the feet ventilated, that is light, 
durable and holds a brilliant polish. 


Gallun Leathers—Safe, Sane, Sturdy. 


A. F. GALLUN & SONS 


MILWAUKEE : WISCONSIN 


H. A. ELY, Manager - 11 East St., Boston, Mass. 
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== SPRING 1919 == 


WHITE KID OR WHITE BUCK LACE OXFORD 
VAUGHAN’S IVORY SOLE 
COVERED WOOD HEEL 


DoNN D. SARGENT Co. 


_ SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET : 195 ESSEX STREET 
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You Must Satisfy 


ton YOU Customer 


| Below we have checked the qualities 
which we believe will best enable you 


to do this. 
Now you check what appeals to you. 








SOLES 
stiff V long wear 
Y flexible short wear 
Y firm rubbery 
soft Y non rubbery 
stretchy smooth surface 


Y waterproof rough edge 


Y nonstretchy / fibrous surface 
porous Y smooth edge | 


not advertised 


little adtéertised 
This is not Loxsol e extensively 
Loxsol does not spread cg’ advertised 


Cimaoe mark > @ HAS THE QUALITIES CHECKED 
5 {0} CSC INSIST ON SEEING IT 


H. E. LOCKE & CO., Inc. 














( cheap 
- 1 fair price 
{us Sis” wt high price 


99 Chauncy Street Bosten, Mass. 
CINCINNATI MILWAUKEE ST. LOUIS 
NEW YORK - ST. PAUL 


ROCHESTER PHILADELPHIA 











Playing the Game with the 
Government 


HE worth-while charac- 
ter of the organization 
and the products of shoe 

manufacturing concerns in the 
United States is going to be 
tested strongly during the com- 
ingmonths. Particularly inthe 
field of modest-priced goods. 

The A. J. Bates Company, 
speaking foritself and for Bates 
Shoes, intends to “play the 
game” with the Government. 


And, in so doing, it expects 
to acquit itself creditably and 
advance, even more strongly 
than before, the business interests 
of the live merchants who sell Bates 
Shoes. 

How? 

By bending every effort to utilize 


to fullest capacity the resources of 
the Bates Purchasing, Producing 
and Merchandising departments. 


By increasing to highest efficiency 
every element of good shoemaking 
in the Bates organization not actu- 
ally restricted by the necessary re- 
quirements of the Government in 
its pursuit of the war. 


By employing every practicable, 
tested, modern means of putting 
into every pair of Bates Shoes the 
materials and workmanship that 
will make the shoes give satisfac- 
tion to men who want moderate- 
price shoes. 


This coming Fall season, bringing 
tremendous demand for men’s shoes 
to retail at Bates prices, 1s certain to 
be a harvest season for Bates dealers. 
We want the opportunity to submit 
the facts to you. 


Bates Shoes Five to Eight Dollars 
A. J. BATES COMPANY 


FACTORIES AND 
GENERAL OFFICES 
WEBSTER, MASS. 


CENTRAL DISTRIBUTING HOUSE 
328 W. MONROE STREET 
CHICAGO, ILL. 
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From the Front 


Hh VIDENCE from the battle 
fields indicates that our 


soldiers who have learned the 
luxury of comfort in shoes made along 
the same orthopedic lines as Educator Shoes 
are not going to return to pointed shoes 
after they are discharged from active service. 


They say ‘‘Never again will I wear pointed 
shoes.”’ 


Retailers will do well to be prepared for the 
demand that is going to be felt shortly 
from these millions of United States sol- 
diers for Educator Shoes. 


Rice & Hutchins, Ince. 
20 High St., Boston, U.S. A. . 


Educator Shoes 
are Carried in Stock 
by these Distribut- 


ing Houses: 


The Rice & Hutchins New 


York Compan 


pany 
The Rice & Hutchins Bal- 


timore Co 
The Ri 


lanta Compa 


pany 
& Hutchins At- 


ny 
The Rice & Hutchins Chi- 


cago Compa 
The Rice 


"a Hutchins 


Cleveland Company 
The Rice & Hutchins Cin- 


cinnati Compan 


pany 
The Rice & Hutchins St. 


Louis Shoe Com 
The Atlas Shoe 
Boston, Mass. 
Joseph I. Meany 


ny 
mpany, 


& Co., 


Inc., Philadelphia, Pa. 














